ne 
les 
rth 


he HEADQUARTERS FOR L§ 
at- INFORMATION SINCE 


The kid who sucks the 


soda dry gets his money’s 
de worth. The LPG operator who 
; leaves hundreds of gallons of vapor- 


he : ized fuel in an “empty” tank car doesn’t. 
Ac : ; Use a Roney Vapor Compressor to get all you 
by : pay for —vapor as well as liquid. 
on " Ae 
ec = ae MORE FOR YOUR MONEY WITH 
ed é 
he fe mal yf 
as } ; a ma 
ea : , | LPG VAPOR COMPRESSORS 
m ¢ %* No shut-down to add crankcase oil. 
* Oil separation with automatic 
return, 

n- * Surge tank to keep liquid 

_ out of compressor. 
: * Forced feed lubrication. 

* * Capacity to fit your LPG 
ry y 04 transfer needs. Choice of 
FO, - 4 models. 
28 
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‘Pressep STEEL TANK COMPANY 


Manufacturer of Hackney Products 


1487 S. 66th St., Milwaukee 14 ¢ 1399 Vanderbilt Concourse Bidg., New York 17 
227 Hanna Bidg., Cleveland 15 ¢ 936 W. Peachtree St. N. W., Room 112, Atlanta 3 
208 S. Lu Salle St., Room 790, Chicago 4 « 552 Roosevelt Bidg., Los Angeles 14 





In Years To Come This Plan Will 
SAVE TIME, TROUBLE, MONEY! 


You get mare than compact, lightweight accurate 
meters when you buy Rockwell-Emco No. 00's. You 
gain the advantage of an exclusive repair plan that 
once and for all will relieve you of meter maintenance. 

After a period of years you can recondition your 
worn meters by simply installing either new or 
factory rebuilt measuring units in the bowl type 
bodies. Only a screw driver is needed to make the 
switch. You have the option of returning worn internal 
units or complete meters to the factory for economical 
repairs. Learn all about this new plan that will permit 
you to get the most out of your meter investment. 
Write for bulletin 1163 and a complete schedule 
of repair prices. 





ROCKWELL MANUFACTURING COMPANY 
Wlustrated is a plete No. 00 Rockwell Pittsburgh 8, Pa. 


Emco replacement measuring unit in its spe- Atlanta Boston Chicago Columbus Houston Kansas City 
cially designed corrugated shipping carton. Los Angeles New York Pittsburgh San Francisco Seattle Tulsa 





PUT NEW LIFE INTO ROCKWELL-EMCO NO. hd METERS’ ECONOMICALLY | 


ww 


Vi. 


. # { 
S | 
% c 
a 
Remove only twelve cap 2. The worn measuring unit 3. Take a factory fresh re- 4. Insert it in the same meter 
then lift cover from can now be pulled from placement unit (either new bedy and replace cover. 
meter body. the body. or rebuilt) from shipping | Return old unit to factory 
: : carton. for repairs. 
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Today's BIG NEWS from A. O. Smith is THE 
Big News of the automatic water heater industry. 
Read why! 


With brilliant NEW MODELS and sensational 
NEW LOW PRICES, A. O. Smith now widens 
your market for automatic gas water heater sales 
—brings all the proved advantages of Permaglas 
quality and design within reach of your custom- 
ers and prospects! Here’s proof that once again, 


A. O. Smith engineering and production leader- 
ship goes away out front! Here is a completely 
NEW STANDARD OF VALUE for the automatic 
water heater mass market. 


Once again, A. O. Smith provides more.com- 
pelling reasons than ever before to influence 
more people to choose Permaglas. Watch those 
reasons pull MORE new gas water heating busi- 
ness to the doors of those who feature Permaglas! 


Youll Be PROFITS Ahead with A.O.Senith 


*Shipments of more than a million water heaters 
from the Kankakee works prove public acceptance 
and demand for A.O. Smith water heaters. 

® Mounting sales records prove that MORE people 
want Permaglas Automatic Gas Water Heaters for 
permanent freedom from tank-rust. The glass- 
surfaced Perm aglas tank can’t rust because GLASS 
CAN’T RUST. 

©Forget servicing headaches caused by tanks that 


rust or corrode. The Permaglas tank is unaffected 
by any and all water conditions. 

© Permaglas is easier to demonstrate, easier to sell. 
Glass-surfaced steel tank with Ceramitron con- 
struction is exclusive, non-competitive, clinches 
the sale—quicker. 

®New models in popular sizes at new low prices 
make MOST water heater prospects Permaglas 
prospects for you! 


LET US SHOW YOU HOW YOU CAN GET THIS BIG BUSINESS! MAIL COUPON NOW! 


AOSmith 


Atlanta 3 > Boston 16 * Chicago 4° Dallas 2 ver 2 * Detroit 2 
Houston 2 * Los Angeles 14 * Midland 5, Texas * Milwaukee 2 
New York 17 © Philadelphia 3 + Phoe Pittsburgh 19 * Salt Lake City 1 
Sen Diego 1 * San Francisco 4 © S: ulsa 3 * Washington 6, D.C 


International Division: Milwaukee 1 * Licensee in Canada: John Inglis Co., Ltd. 
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A. O. Smith Corporation 








Water Heater Division, Dept. BP-1050 j 
Kankakee, Illinois i 
Show me how I can cash in on the big news about Permaglas 

Automatic Gas Water Heaters. 4 
Name__ = = Se ee | 
Firm__ scien ected j 
fee j 
City Zone State. q 
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Mow Peaches 4 PLO bey 








THE COMPLETE 4-WAY PROGRAM IN A NUTS 


National Advertising: Large, colorful, sales-building adverti ...in 44 


regional and national magazines. 





Local Promotions: Window posters, displays, direct mail pieces, newspaper ad m 
and radio spot announcements ... all tied into the national advertising theme... 
cially prepared for imprinting with your name, address and LP-Gas trade name .. . 
able in any quantity at low, mass-production cost. 


Publicity: News stories and educational material .. . released tc newspapers, maga: 
zines, radio stations, schools, 4-H Club leaders and county agents... all over the country. 


‘ 
Employee Training: Still in the planning stage . . . would include materials and ideas 
to increase effectiveness of selling methods, operating and service procedures... an 
important aid to more business that will be made available at low cost. . . to participants 
. in this national program. 


HOW YOU CAN CASH IN 


Every LP-Gas dealer in the country staads to benefit 
directly from this great National LP-Gas Promotional 
Program. However, the degree to which you benefit depends 
on what you do to help yourse/f. Remember, every family in 
your community able to afford your products and services is being 
exposed to strong LP-Gas advertising and publicity many times every 
month. Turn this buying urge into buying action by making it easy for your 
prospects to enjoy the convenience of LP-Gas service. 
Advertise in your local newspapers. Send out regular mailings 
to every prospect on your list. Make your show room as 
aturactive and informative as possible. Urge your salesmen to 
make more calls and demonstrations . . . starting today. 

Write today for fall information. 


Take 
in ty 
” “aMpajgn 

















_w="__} NATIONAL COMMITTEE for LP-GAS PROMO 


<clbiais uonpening the * Dept. BPN, 11 S. LaSalle St.,-Chicago 3, Il. 
Rational program, 
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Hi R. Profits says: 


High-Volume Commerci 


PP Users Mean High Profit 


cafe, the garage, the industrial plant . . . any place ¢ 


prospect for a BS&B Propane System. Every community hi 
many such industries . . . each looking for ways in which 
operate more efficiently. Take your LP Gas story to the 
establishments, and you'll develop a lasting and_profitai 


d 
The butcher, the baker, the candlestick maker . . f = 


requires fuel for generating heat or power represent 


WHAM 


» As a 
pititled 
merchan 
helps of 
pfective 


p mo 
‘olume 


WR 


Join 





association. 








Explain how LP Gas saves labor and time. Explain h 
propane gives cleaner and more efficient service. Point 
that a better-built BS&B Propane System is the best b 
You have a service and a system that mean real econo 


Sell them! 


DOMESTIC PROPAN 
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pp As a BS&B dealer, you are 
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prtitied to our hard-hitting 
merchandising material which 





elps other dealers do a more 
fective selling job. Ask for 
and use this materia! to ring 
p more sales among _ high- 
olume customers. 


WRITE TODAY 


Join the team that is rolling 
up big profits selling BS&B 
Domestic and Industrial Pro- 
pane Systems. For information 
on dealerships, address the 
Propane Gas Equipment Divi- 
ion, Black, Sivalls & Bryson, 
Power and Light Bldg., Kansas 
ity 6, Missouri. 
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LUNCH ROOMS 








BAKERIES 






tui! 


They re better built because of . . 
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WEATHERHEAD IS YOUR ONE RELIABLE 
SOURCE FOR LIGHTWEIGHT, RIGHT PRICE 
HIGH QUALITY CYLINDERS 


MAMMOTH CYLINDER PRESS f 
INSTALLED BY WEATHERHEAD 


A towering 500 ton hydraulic press 
for the manufacture of 60 and 100 
pound LP-Gas cylinders was recent- 
ly installed in the Cleveland plant of 
The Weatherhead Company. The 
mammoth proportions of the press 
(it measures 32 feet high) are such 
that a section of the building had to 
be cut away before installation 
could be completed. 


Driven by two 200 horsepower mo- 
tors, the huge press draws the steel 
at a single stroke into perfectly 
formed shells which are then put 
through an annealing process and 
finished into Weatherhead light- 
weight cylinders. THE MARK OF QUALITY 
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HIGH STRENGTH ALLOY STEEL ASSURES YOU OF TOUGH, LIGHTWEIGHT 
CYLINDERS WHICH WILL RENDER MANY YEARS OF TROUBLE-FREE SERVICE. 


CYLINDERS 





Weatherhead 100 Pound 
Cylinders Are Available On 
Attractive Credit Terms. 
Inquire Today. 























Look Ahead With 


Weatherhead 


CLEVELAND 8, OHIO, U. S. A. ST. THOMAS, ONTARIO, CAN. 
COMPLETELY STOCKED WAREHOUSES 


ALBANY, N.Y. KANSAS CITY, MO. ATLANTA, GA. MINNEAPOUS, MINN. DALLAS, TEX. 
Fuller Rd., Colonie. 1517 Walnut St. 281 Buckhead Ave,N.£. W. 35 St.& Hwy. 1005S. 118 Leslie St. 
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S 
NEY cYLINDES 


HACK ; 

Permanent collar; Be 

Model RH-300A— ~e be 

Removable Hood; f 
24” in dia. and 56” 
high including col- 
laz. Can be charged 
with 300 Ibs. Pro- 
pane or 357 lbs. 
Butane. Like other 
removable hoods 
and permanent col- 
lars, it is used for 
ermanent instal- 
ations. 


22’ in dia. and 45” 

high including col- ' 
eee ey §6lar.Canbecharged _ 

with 200 lbs. Pro- / 
ane or 239 Ibs. ansetti * 
utane. Se 4 














> 


oF 





ba 






Int 
ind 
Lo 
att 
lak 
the 
Model PC-420A — Permanent 
collar; 29” in dia. and 56” high 
including collar. Can be charged 
with 420 Ibs. Propane or 500 
lbs. Butane. 
TE. SE Be 








and here’s proof 

they prefer Hackney Cylinders 

Don’t take our word for the outstanding popularity of Hackney 
Cylinders! Look at the results of this completely impartial, widest 
possible survey by an independent source. You LP-Gas dealers and distributors 
—you men who really know cylinders—prefer Hackney Cylinders more than 


3 to 1 over the next most popular cylinder. You prefer them more than 
2 to 1 over all other cylinders combined! 











containers for 
gases, liquids and solids 
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cost-saving features 


g PREFERRED, ro,, 


make them popular with users 


No wonder LP-Gas dealers and distributors like these sturdy, 
lightweight Hackney Cylinders! They like them for the same 
reasons that make the Hackney RC-100A the most popular 
cylinder in the LP-Gas industry—cost-saving light weight, 
rugged, enduring strength, smart, attractive appearance— 
and a host of superior construction features. 


backed by skill and “know-how”! 


In the LP-Gas industry Hackney Cyl- 
inders have always been tops! Why? 
Look at the years of experience! Look 
at the exhaustive testing... both in the 
laboratory and in the field! Look at 
the millions of Hackney Cylinders 


that have gone into service... from 
these big fellows to the small 5 Ib. 
industrial models! It’s only natural 
that dealers and distributors should 
think of Hackney when they think 
of L-P Gas Cylinders. 


Get full details today! Pressed Steel Tank Company 
makes a complete line of LP-Gas Cylinders. All are engineered to your 
requirements. Write today for full details. 





Cylinders for Tractor Conversion 


Balance your summer-winter gas sales 
by developing the farm tractor conver- 
sion market. Send for further informa- 
tion on Hackney cylinders designed for 
this service. 
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There are no 
finer GAS appliances 
than these... 
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THE SERVEL ALL-YEAR GAS AIR CONDITIONER 


... for homes, stores, offices. Cools in summer. 
Heats in winter. Dries the air when it’s humid. 
Moistens the air when it’s dry. Filters out dust 


and pollen. Completely automatic. 











EVANSVILLE 
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THE SERVEL GAS REFRIGERATOR 


The only refrigerator that stays silent and lasts langer 

... because it’s the only refrigerator with no moving 
parts in its freezing system. No motor to wear. No 
machinery to grow noisy. Proved by performance. 


THE SERVEL COPPER BALL GAS WATER HEATER 


The only home water heater with the revolu- 
tionary ball-shape tank . . . like that used by 
modern industrial plants for faster, more eco- 
nomical heating. Double-thick insulation keeps 
in the heat. Copper tank can’t rust. 


SenveL Inc. 


20,INDIANA 








LEADING MANUFACTURERS OF 


TRACTORS, TRUCKS and BUSES 
Ut 


SELWYN-LANDERS LP-Gas Equipment 



















You can’t beat S-L “know how” when it comes to 
designing LP-Gas equipment for engine fuel tanks. 
From years of first-hand experience right in the field, 
we have learned what it takes to make a good, depend- 
able and safe LP-Gas valve or fitting. 

From one source, Selwyn-Landers, you can get every 
part required to fit a mobile tank; filler, vapor, relief 
and service valves—rotary or float gages and outage 
valves. 

Selwyn-Landers engineers will help you select the 
right equipment for your automotive, domestic and 
storage tanks and for I.C.C. containers. 


SELWYN-LANDERS COMPANY : 


4709 East Washington Blvd., Los Angeles 22, Calif. F 










*Listed by Underwriter’s Laboratories SEND FOR | 


Complete S-L catalog covering 
tank valves and fittings for 
every LP-Gas use. 
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Aerican- 


Standard 


First in heating... first in plumbing 


The EMPIRE... . . and the STANDARD 


ineered to supply economical, automatic best for homes of at 








& 


No matter what the size of building to be heated, one of these gas fired boilers—the Empire or the Standard 
—from the American-Standard line can handle the job. Both of these outstanding units have been so 


rn 





designed and d by our engi 
@ The EMPIRE Gas Boiler is one of the most 
striking gas fired boilers on the market. Its 
colorful jacket is the new American-Standard 
Forge Red which catches the interest of all 
who see it on your sales floor . . . and its com- 
pact design makes it an attractive installation 
in any basement. The boiler is constructed of 
durable cast iron and is equipped with precise, 
dependable controls to assure lowest operating 
and maintenance cost compatible with ample 
comfort. Important among these controls is 
the Automatic Gas Valve, operated by the ther- 
mostat to maintain desired room temperatures 
effortlessly and economically. To increase 

the unit's efficiency still further there is a 

thick layer of insulation under the trim 


LOOK FOR THIS 


AMERICAN-STANDARD - AMERICAN BLOWER HURCH SEAT 


that they offer maximum heat output under all conditions. 


jacket, which prevents excessive heat loss into 
basement and reduces operating cost. The 
Empire comes in models for basement or first 
floor installation. 

The STANDARD Gas Boiler has the sarne 
design features and precision controls as the 
Empire, but is supplied—at a somewhat lower 
cost—with a jacket which does not conceal all 
controls. It can be used to heat homes, and is 
also available in larger units for installation 
singly or in battery in all types of buildings. 

For additional data on all types of Ameri- 
can-Standard Heating Equipment for LP-gas, 

see your Wholesale Distributor. American 
Radiator & Standard Sanitary Corpo- 
ration, P.O. Box 1226, Pittsburgh 30, Pa. 


MARK OF MERIT 


DETROIT LUBRICATOR - KEWANEE BOILERS Lie) HEATER « TONAWANDA [RON 
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Ato Extra Cost 


STRONG, SAFE, DePENDaik 
— y 2} | 


| THOUSANDS 


OF USERS HAVE 








THE 


EXTRA VALUE! 


KER OTEST) | 


FORGED BRASS DIAPHRAGM PACKLESS 


_CYLINDER VALVES ° 












rid’s largest 


wo 
e of the ag of 


rers of all | 
es comes - 


From on 
manufactu 


cylinder valv 






ALL METAL 
PACKLESS CONSTRUCTION 


The original Kerotest patent- | 

ed non-perforated all metal 
diaphragm packless con- 
-— struction with back seating 
feature unequaled for quality 
of performance and long life. 


UNIFORMITY OF MATERIAL 
Forged bonnet nut and forged 
body assure uniformity ~~ 
against expansion and con- 
traction in severe weather. 













BUILT FOR SAFETY 
More than double the — + 
usual tests and inspec- fe 
tions to guarantee un- ed Sr he 
failing safety. ‘ 







wiednsuad 






UNSURPASSED 
FILLING CAPACITY 










EXTRA 

LONG INLET CONNECTION 

Cylinder connection supplied 

/ with 14 full threads assuring 

ae longer valve use. 


TYPES 
C35A—Standard 
C35S——with 2” fuse plug 
C 35K—with liquid level gauge 








AMPLE SAFETY RELIEF 

New improved “pop” 
type safety assures an 
ample relief capacity 
above yourrequirements. 















APPROVED 
These valves are approved by Underwriters’ 
Laboratories, Inc. and Bureau of Explosives 
for 100 and 150 lb. cylinders. ; 


ESS 





cod : 
Pe uel KEROTEST MANUFACTURING CC 


i £ | Vv 
; PITTSBURGH 22, PA. 





by Amarirceice Eiecét Alama im QOurditu Valwac 






















The Place... 


1YDE-A-WAY 
1000 HOUSE 


RERS, NEW YORK 





the 
Teaco bakticlitchatels) 


make the Hyde-A-Way the 
ie fo go in Westchester County 
fried sea foods. 











<9 A955 CHPTRAL PARE AvEuvE, YONEERS, HOW TORR, 
TELEPHONE YOMEERE $-9494, 


October 5S, 1949 
J. C. Pitman & Sons Sales Corp. 
711-719 Broad Street 
West Lynn. Massachusetts 
Gentlemen: 
We have recently installed four (4) of your latest type #18 
All Stainless Steel Pitco Frialators. These have replaced 
four (4) Pitco Fryers which we purchased in 1959. 


‘The new 
‘ Fryers operate it twenty-five per cent (25%) faster and help 
us to with our fried food orders. 

Tied foods cooked at proper temperature in the best shortening 
available has helped to make the HYDE-A-BAY Sea Food House one 
of the most outstanding and favorite eating places in all of 

Westchester County. We are pleased to recommend Pitco Fryers 
for doing an outstanding job on all kinds of fried foods. 
‘Thanking you for your cooperation in the past, we are _— 


Cordially yours, 
‘The HYDE-A-WAY Sea Food House 


Reus  futio an 


Rose and Jules Voignier, Jr. | 





Proprietors 


PITCO FRIALATORS 
APPROVED BY A. G. A. —— papers 


Copyright 1949 J. C. Pitman & Sons Sales Corp. 











— 
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In the L-P gas business, you buy 
gallons, and sell gallons. The dol- 
lar sign is just something you tack 
on after you add up the gallons. 
These dollars can't be any more 
accurate than your count of the 
gallons. | 

There’s an accurate way to 
account for these gallons—Nep- 
tune Red Seal meters—nationally 
known for their ability to remain 
accurate years longer, with lower 
maintenance costs. Make your 
records permanent and build 
customer confidence, too, with 
tickets automatically printed by 
Red Seal Print-O-Meters. 


YOUR PROFITS 
ARE MEASURED 


ta Gallows 


You'll like Neptune’s exclusive 
unit replacement plan. It insures 
prompt renewal of work-waorn 
parts. Factory rebuilt replace- 
ments are always in stock. 





PRESSURES TO 250 PSI. 


To provide complete safety in handling liquid 
Propare under all pressure conditions, Red 
Seal L-P gas meters are designed for working 
pressures up ‘to 250 psi. Ask for Bulletin 779. 


NEPTUNE METER COMPANY 
50 WEST 50TH STREET » NEW YORK 20, N.Y. 
Branch Offices 


ATLANTA e 
LOS ANGELES e 
PORTLAND, ORE. ° 


BOSTON : 
LOUISVILLE. e 
SAN FRANCISCO 
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CHICAGO . 
NO. KANSAS CITY, MO. » 


DALLAS ° DENVER 
PHILADELPHIA 
Canadian Factory: LONG BRANCH, ONT. 
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COLUMBIAN ‘Frameless’ SEMI-TRAILERS ike the 4,000-gal, 


double-barreled LPG Transport shown below are famous for their engineering excellence 
and exclusive Columbian construction features. That's why they always deliver more years 
of trouble-free, low-cost service. Manufactured in any capacity within limitations of your 
state highway regulations. 








(SHER LEA 
4€ INDUS 
41 RESEAR 


COLUMBIAN LP-GAS 
Delivery Truck Tank 


(Right) 1212 water gals., 1000-gal. net. 
54-in. diameter, 132-in. O.A.L. ASME 
U-69 construction. 200 Ibs. WP. Com- 
plete with fully streamlined 
skirting, full size bucket box, 

two side cabinets, 2-in. propane 

pump, I!/4, printometer. Neces- 

sary valves, fittings and hose. 

4-way pumping system. Mounted 

on your truck for driveaway de- 

livery. 





COLUMBIAN Storage Tanks 


(Left) Above-ground and under ground storage 


tanks that are quality built for long years of 
efficient operation. Available in all sizes. All 
ASME tanks. 


COLUMBIAN STEEL TANK CO. fantewine 
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4 ~~ ae a choic 


of brackets availabl 
for either post or wall mounting 
the compact unit constructio 
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Alert Dealers are again meeting Heating Season quotas with the BRILLIANT 
FIRE Line .. . the Complete Line including Fan & Gravity Circulators (manual 
or auto controlled), Fireplace Heaters (cabinet, radiant, logs, utility), Pack- 


aged Auto Controls and the new Magic Heat Booster. 


Get CATALOG NO. 50 Now 





C/he OHIO FOUNDRY '& MANUFACTURING CO. 
| Eng incor ‘Manufactire t8-Des tgncs- 
STEUBENVILLE- OHIO: U.S.A. 
Quality 


HEATING EQUIPMENT 
SINCE 1846 
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LETTERS 


@ BUTANE-PROPANE News welcomes letters 
from our readers, but it must be understood 
that this magazine does not necessarily con- 
cur in opinions expressed by them.—Editor. 


Gentlemen: 


We have been informed by our sup- 
pliers that we should not use Type K 
copper tubing for propane under- 
ground installations, due to soil condi- 
tions which eventually would cause 
pin holes in the tubing which then 
would have to be replaced. 

We prefer to use Type L copper 
tubing, but wish to inquire if the 
Type K copper tubing can be used 
underground satisfactorily. 

A.T.O. 
North Dakota 


Type K and Type L refer to the wall thick- 
ness of copper tubing and not to any dif- 
ference in the chemical composition of the 
material from which they are made. Type 
K, which is recommended for underground 
services, and general plumbing and heating 
purposes, has a heavier wall than Type L, 
which is recommended for general plumbing 
and heating purposes only. 

If an unfavorable soil condition exists 
which will attack Type K tubing, then Type 
L, which has thinner walls, would be shorter 
lived. Any copper tubing or steel pipe which 
is placed underground in soil which may at- 
tack it should be coated with asphaltum and 
wrapped with heavy paper or canvas to pro- 
tect it from corrosion.—Ed. 


» 
Gentlemen: 

We note that some manufacturers 
of space heating appliances recom- 
mend using a condensate tee at the 
flue connection of each heater. Where 
propane is the fuel, do you consider 
that flue condensate is sufficient of a 
problem to make these tees necessary 
and advisable? 
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In your Safety Issue No. 2 you 
show in your section covering “Safe 
Practice Tables and Diagrams,” Fig. 
No. 1, “Suggested Method ‘of Con- 
structing Drips in Gas Piping.” Is 
this general practice with propane 
gas, and a necessary precaution? We 
have had trouble with freezing regu- 
lators, but never with freezeups in 
the gas line. 

C.E.R. 
Ontario 


The recommendations of the appliance 
manufacturer should be followed when in- 
stalling his equipment. Also, do not confuse 
the “condensate tee” with the draft diverter. 

Drips in gas lines are often omitted in lines 
used to distribute LP-Gas where meters are 
not used. Seldom does any water condense in 
the gas lines when LP-Gas is taken off the 
top_of the tank in vapor form. 

However, in town or city systems, where 
house meters are used and the liquid LP-Gas 
is taken from the tanks and vaporized, drips 
are usually installed. Drips not only catch 
water, but also oily condensates and other 
heavy ends which may enter the gas stream. 
—-Ed. 


e 
Gentlemen: 

Will any liquid LP-Gas pump, new 
or old, fill a truck or tractor tank full 
100% without a vapor return hose— 
that is, if the tank is used till the 
motor stops? 

A.C. 
Nebraska 


Under favorable conditions any pump may 
fill a truck or tractor tank 100% with liquid 
LP-Gas. Even though the pump is protected 
by a liquid by-pass relief valve on the dis- 
charge side (as they should be) it is still pos- 
sible. If the truck or tractor tank was empty 
and the pressure low before filling started it 
would be quite easy to do. 

The high pressure of the liquid, built up 
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by the pump, will collapse the vapor over the 
liquid providing the temperature does not in- 
crease in the proper ratio. 

Ali LP-Gas tanks should always be at- 
tended during fuel transfer operations and 
filling stopped when liquid LP-Gas shows at 
the proper, fixed liquid level, stop-filling 
gauge.—Ed. 


& 
Gentlemen: 


We are interested in obtaining a 
comparison figure in gallons, if pos- 
sible, in the consumption of two iden- 
tical furnaces, one using furnace oil 
and the other using LP-Gas. The con- 
sumption time could vary from 1 hour 
to a period of 24 hours. 

C.A.H. 
Nevada 

A gallon of furnace oil has a heating value 
of about 130,000 Btu, while a gallon of pro- 
pane has a heating value of about 93,000 Btu. 
It would appear, therefore, that a gallon of 
oil would be equivalent to 1.4 gals. of pro- 
pane. 

However, the efficiency of burning gas is 
better than oil in small space heaters. Con- 
servative estimates place these efficiencies at 
75% for gas and 60% for oil. On this basis, 
it would take only 1.13 gals. of propane to 
replace a gallon of furnace oil.—Ed. 

e 
Gentlemen: 


Is it possible to obtain a meter to 
record the cubic feet of vapor taken 
from the customer’s tank through 
vapor return? If such a meter could 
be installed on a bulk truck it would 
be quite an asset to prestige to give 
the customer reassurance of full gal- 
lonage. 

J.W.T. 
North Dakota 

It is possible to obtain a meter to record 
the vapor returned from the customer’s tank 
through the vapor return line. 

However, determination of the quantity of 
gas returned is not as simple as merely read- 
ing the cubic feet of gas which the meter 
registers and converting it to equivalent gal- 
lons of liquid. 

Folowing are some of the factors which 
roust be considered if the job is done properly: 

1. Instead of the ordinary house or low 
pressure meter, an expensive meter which is 
capable of withstanding the high tank pres- 
sures must be used. 
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2. The pressure of the gas passing through 
the meter must be determined and a correc. 
tien made for it. 

3. The temperature of the gas passing 
through the meter must also be determined 
and a correction made for it. 

4. The piping of the vapor through the 
meter must be arranged in such a manner 
that the vapor can flow in only one direc- 
tion through the meter. 

The best way to check a meter for accuracy 
is to return it to the factory or a duly 
authorized representative of the factory who 
has the proper equipment to make the neces- 
sary checks and adjustments. In some states 
the bureau of weights and measures has 
mobile equipment which it uses to check 
liquid LP-Gas meters in the field.—Ed. 


Gentlemen: 

Please give me the following in- 
formation on how to test propane gas 
shipments. I have been bothered so 
much. with butane and other heavy 
ends in my bulk truck freezing up 
that if it happens again this year it 
will, perhaps, put me out of business. 

Can you instruct me how to test 
my bulk truck gas before unloading 
into bulk tanks as this northern part 
of Michigan gets down to 40° below 
zero very often and I am aiming at a 
positive gas test so as to give better 
service, 

R.E.G. 
Michigan 


Without the use of expensive and time 
consuming equipment, about the only way to 
test your propane shipments is with a pressure 
gauge and-thermometer and the use of Fig. 
4, p. 45, of the Handbook Butane-Propane 
Gases. When using this chart, increase all 
pressure gauge readings by 14.7 Ibs. since the 
chart is designed for absolute pressures. 

Care must be used to obtain true pressures 
and temperatures. Pressure gauges, especially 
low cost ones, often give erratic readings. 
The gauge should be checked regularly, prefer- 
ably on a dead-weight gauge tester, to see 
that it is giving correct readings. The therm- 
ometer must also be a good quality unit and 
should be calibrated against one of known 
accuracy. 

Assume that the pressure in the car is 57 
lbs. gauge and that the temperature is 40°F. 
Then the absolute pressure is (57+ 14.7) = 
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11.7 lbs. per sq. in. absolute. Refer to Chart 
4 and follow along the horizontal line oppo- 
site 40°F to its intersection with the vertical 
line representing 71.7 lbs. per sq. in. absolute 
pressure. It will be noted that these two lines 
intersect slightly to the left of the solid black 
line representing the pressures and tempera- 
tures of propane, which indicates there is a 
small amount of butane in the mixture. 

The amount of butane in the mixture can 
be approximated most easily by use of the 
Chart, Fig. 1, p. 42. This chart is designed 
for mixtures at 60°F so it is necessary to de- 
termine the vapor pressure at 60°F. This can 
be done by drawing a line parallel to the 
solid or dotted line nearest the intersection 
of the coordinates representing 40°F and 
71.7 lbs. absolute pressure. Extend this line 
until it intersects the line representing 60°F. 
This will be where the ordinate representing 
99.7 lbs. absolute pressure crosses it. Since 
the pressures in the chart, Fig. 1, are gauge 
pressures, 14.7 lbs. must be deducted from 
99.7 lbs., which leaves 85 lbs. as the estimated 
gauge pressure at 60°F. Referring to the 
chart, Fig. 1, you will note that the sloping 
line representing 85-lb. pressure intersects the 
heavy diagonal line at a point very close to 


the coordinates 89.5% propane and 10.5% 
butane.— Ed. ; 

e@ 
Gentlemen: 


We are installing a propane-fired 
conversion burner in a coal furnace, 
which is located in the basement of 
the home. 

In addition to having automat’‘c 
controls and 100% shutoff valve on 
the gas burner, we would appreciate 
any additional safety measure for 
basement installations, which you 
might have to offer. 

S.R.H. 
Kentucky 
If at all possible it would be advisable to 


provide ventilation at the basement floor level 
so that if LP-Gas should escape in the base- 


ment it would be dissipated before a damag- 
ing concentration developed. 

No doubt you realize that, insomuch as 
liquefied petroleum gas is heavier than air, 
any ventilation methods you would install 
should be on the floor and should slope down- 
ward toward the outside of the building. 

If the building is located on a hillside, it 
should be directed toward the low side of the 
hill and if the building is on the level, the 
trench should be made deeper at the outer 
end.—Ed. 


Gentlemen: 

We have for some time considered 
entering the bulk heating business 
with propane. 

One of the factors which has re- 
stricted us is our lack of knowledge 
of how to determine heat loss and 
average cost of operation during the 
heating season for the various types 
of construction used in our area. 

With this information we feel that 
we could start limited heating jobs 
with our present cylinder systems, 
and eventually branch out to include 
bulk systems. 

Can you advise us where we could 
get the information which we need? 


W.C.C. 


Indiana 


When you wrote this letter you probably 
had not yet seen the July issue of BUTANE- 
PROPANE News. It was devoted almost entirely 
to the subject of house heating and provides 
a great deal of information on how to deter- 
mine heat losses and average costs of installa- 
tions.—Ed. . 
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New Line Pipe Mill—A. 0. Smith Corporation of T Hi 
There’s a world of engineering and manufacturing that produces A.O. SMITH vessels for refineries, 
leadership of one of America’s oldest and largest A.O. SMITH oil-well casing and line pipe in Milwau- 
corporations behind every A.O. SMITH kee and at the great newA.O. Smith Corp. of Texas 
Liquid Gas System—and the dealers pipe mill at Houston. Yes, leadership proved in many 
who sell them. Leadership that stems another field—from automobile frames to water 
from ideas that begin in the A.O.Smith heaters! Engineering leadership like this means sales 
Research and Engineering Building in advantages for dealers who sell A... SMITH Liquid 
Milwaukee—from the welding genius Gas Systems. Interested? Mail coupon for facts! 





CLIP! MAIL NOW! 





A. O. SMITH CORPORATION 

Dept. BP-1050, Milwaukee 1, Wis. 

Send me full details on big new sales oppor- 
tunities with A.O. Smith Liquid Gas Systems. 























e cd 
LIQUID GAS SYSTEM> - j Name 
| Firm 
Atlanta 3 + Boston 16 * Chicago4 + Dallas2 * Denver 2 * Housten2 | 
Les Angeles 14 + Midland 5, Texas * New York 17 * San Francisco 4 Street 
Seattle 1 * Tulsa 3 * Washington 6, D.C. I City PN Seate 


1 Division: Mil kee 3 








30 BUTANE-PROPANE News 





fe 


BES °§ () 4a ae 












THERE is increasing importance at- 
taching to state regulations cover- 
ing the testing for accuracy of LP- 
Gas measuring equipment. 

At least one state — California — 
which has provision for such testing, 
is retarded in making inspections by 
limited equipment or personnel, or 
both. In the long run, the LP-Gas in- 
dustry will suffer, for whether meas- 
uring equipment, temporarily out of 
adjustment, favors the dealer or the 
fuel purchaser, complaints and dis- 
advantages will result. 

California has made earnest efforts 
through its Bureau of Weights and 
Measures to cooperate with dealers 
but inspections have been limited by 
lack of enough testing units. With the 
hope of remedying the _ situation, 
Calor Gas Co., San Francisco, recent- 
ly petitioned the state to add to its 
equipment and made these arguments, 
among others, for aid: 

“Because of the nature of this prod- 
uct, the meters used to measure it 
can go out of adjustment very rap- 
idly and very severely. The testing 
devices are complex enough and ex- 
pensive enough so that only a very 
few counties and the State can eco- 
nomically operate them. 

“It is not only desirable, but im- 
perative, that liquefied petroleum gas 
meters be checked for accuracy at 
least twice every year to assure cus- 
tomers of reasonable accuracy. This 
is impossible with the single testing 
unit now maintained by the State. 
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COMMENT 


“We sincerely urge additional test- 
ing units be placed in service as soon 
as possible, for the present equip- 
ment has not only proved its worth 
but also proved the need for more 
equipment.” 

California dealers are urged by 
Calor Gas to support its efforts for an 
enlarged inspection system and the 
attention of dealers in other states is 
invited with the hope that it will 
gradually lead to universal testing of 
measuring devices to increase their 
accuracy, which is so important to all 
concerned. 

2 

The value of emphasis on safety is 
bringing its own reward to dealers in 
Arkansas. Spurred on by the dealers’ 
association there and the 100% co- 
operation of M. L. Blair, chief in- 
spector of the boiler division of the 
state, who administers the regula- 
tions, the safety record has been so 
good that one of the large insurance 
companies now proposes a group plan 
to members of the Arkansas Butane 
Dealers Assn., providing for a ma- 
terial reduction in costs. 

You can’t say safety doesn’t pay. 


It’s OK to stock up on butane. You 
won’t be called a hoarder if you do. 

In fact, producers are again urging 
dealers and distributors to fill their 
own bulk plants and to deliver to 
their customers the maximum amount 
of fuel that customer storage will per- 
mit, - 

—By Ed. 
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ie  . 
THAT'S BEACON 
Your dependable source 
of Butane Propane Products 


In any sport it’s not hard to pick a winner . . . You can tell 
in a minute that he knows what he’s doing . . . In the 
butane-propane field you'll pick Beacon for the same 
reason . . . We know what we are doing, and are trying 
to do it better. 


phone 5-5553 tulsa 











PETROLEUM COMPANY 


P.O. BOX 2618 . . P. O. BOX 2478 53 West Jackson Blvd. 
TULSA, OKLAHOMA HOUSTON, TEXAS CHICAGO 4, ILLINOIS 


32 BUTANE-PROPANE News 











BPE OSE32E— —— 





By ED TITUS 


iy butane-propane industry has a tremendous story of 
its importance in the defense picture to tell to the 
authorities in Washington. But the story must be told in 
the most effective way. 

In the last war, government officials got a confusing, 
disjointed picture of the industry. It was like the story 
of the blind men feeling an elephant, and the different 
stories they told of what the elephant must be like. The 
one who felt the trunk thought the elephant was like a 
fire hose; the one who felt the leg thought it must be 
like a tree; and the tail seemed to a third to resemble a 
rope. 

That was the kind of picture of the LP-Gas industry 
confronting officials in the war of the ’40’s. A distributor 
would tell one story, a producer another, and an equipment 
manufacturer would present still another side. Dealers and 
large-scale users had even different versions. Then some- 
times a group of some branch of the industry in one sec- 
tion of the country would get a prominent politician from 
that area to see what he could do in Washington for them. 

This tended to make the vague idea an official might 
have of the industry even vaguer. Many of them thought 
of LP-Gas as something they had seen outside a summer 
bungalow. And this did not seem a very essential wartime 
use. 

e 

Whichever way we’re headed—whether into an all-out 
mobilization soon or into more gradual defense prepara- 
tions—the butane-propane industry has a big role to play. 

Housing developments may have to be built for defense 
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workers, often beyond the mains. Use of LP-Gas for in- 
dustrial purposes will increase, as it did in World War II. 
There are many potential uses by the Army. 

If mobilization accelerates, commercial cooking will boom 
as in World War II. Workers on defense projects need 
good hot food, both at home and on the job. In the recent 
war the government saw fit to push a nutrition program, 
to assure a healthy nation and vigorous workers. The 
connection between nutrition and sufficient LP-Gas for 
cooking fuel is obvious. 

<2 


In the madhouse that Washington becomes when defense 
effort accelerates, an industry, even a strategic one, has 
to state its case simply and forcefully. Otherwise it gets 
lost in the shuffle, in the struggle for steel and other 
materials, and for tank cars. 


e 
The following are a few specific suggestions: 


1. Select a group or committee to speak in Washington 
for all interests and all associations, national and local, 
and present the broad industry picture. 


2. If later on the industry is called upon to furnish men 
to advise on industry cooperation in the defense program, 
be sure the men sent are of caliber and breadth to repre- 
sent the industry most effectively. The industry should 
seize any opportunities it gets to assist government 
agencies by lending the most competent representatives 
available. 


3. Get up a simple coordinated story of the industry, 
as a strategic industry, and get it up in a form that any 
intelligent person can understand, whether or not he’s 
ever heard of butane and propane. Then get this story to 
the right people in Washington as early as possible. This 
is a public relations job. 


Meanwhile there’s every reason to continue aggressive 
efforts to get business, particularly until you know which 
way the wind is going to blow. One estimate is that in 
the coming 12 months, only 10% of this country’s produc- 
tion capacity will be used for defense purposes. If this 
estimate holds and we don’t soon get into more all-out 
preparation, the other 90% will provide plenty of jobs and 
necessitate plenty of selling. 
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Service Formula Pays Off 


In Joplin, Missouri 











The Joplin Butane Co., operating on the principie 
that high pressure selling won't work in the LP-Gas 
business, conducts a service operation that effec- 
tively throttles electric competition—keeps its tank 
customers happy with a liberal delivery policy. 


By C. THOMAS 


HE JOPLIN BUTANE GAS CO., 

Joplin, Mo., reserves the right to 
fill customers’ tanks at its own dis- 
cretion. 

Here’s how it works: Each tank 
customer receives service once a 
month. The customer knows the ex- 
act day he can expect service but he 
never knows how much gas (if any) 
will be delivered. The amount is at 
the discretion of the routeman. 

A Joplin truck goes out on sched- 
ule. It fills the tanks as they come. 
With three more tanks to service and 
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only 300 gals. left in his tank, the 
routeman may leave 100 gals. at each 
of his last three stops. The amounts 
and date of delivery are duly re- 
corded and on the next delivery the 
serviceman will start his route with 
the tanks not completely filled on 
the last run. 

The Joplin trucks go out loaded 
and come back empty, with an 


Above: Joplin Butane Gas layout. 
Office and appliance showroom in 
foreground. 





operating cost of 23.3 cents a mile. 
There is no back-tracking and no 
one runs out of fuel. The tanks are 
sold outright to the customers. 

Whereas Monte Taylor, vice presi- 
dent and service manager of the 
company, is convinced that dealers 
should push large capacity systems 
for better customer satisfaction and 
more effective servicing, at the same 
time he does not believe in high 
pressuring tank sales from cylinder 
customers who utilize but a small 
amount of fuel. 

An LP-Gas business can only be 
run successfully on the basis of fair 
dealing, Mr. Taylor believes, giving 
the customer his money’s worth and 
making a legitimate profit. No two 
districts or territories can be handled 
the same. 

S. B. Turner, a company stock- 
holder and sales manager, has a 
background of high pressure selling. 
He formerly sold electric appliances 
in one of the fastest sales organiza- 
tions in Detroit and sold engraving 
service to schools in the Midwest. 
But Mr. Turner has found that high 
pressure tactics in a rural com- 
munity are fatal in the LP-Gas busi- 
ness. 

“We tried using a few outside 
salesmen for a _ short while,” Mr. 
Turner said. “It was a very dis- 
appointing venture. I could break 
myself of employing high pressure 
tactics but couldn’t break my men.” 

He could not get salesmen who 
were willing to learn the product and 
sell it on its merit. 

“They wouldn’t take the time. 
Salesmen of this caliber, when they 
do close a deal, ruin you in that 
territory for a long while. Farmers 
are clannish to that extent ... and 
warn their friends and relatives not 
to be duped, as they were.” 

For this reason the Joplin Butane 
Gas Co. has a close knit sales organi- 





zation. Mr. Turner and Mr. Taylor 
make most of the sales, the former 
taking care of the outside phase of 
selling and the latter taking care of 





floor customers. 

Close by—just out of the com-: 
pany’s territory, a high line went 
through. One local electric appliance 
dealer sold a hundred electric ranges 
along the line the first month. 

“We have never lost more than 
2% of our customers to a high line,” 
Mr. Taylor said. “And the majority 


This crane is operated by LP-Gas, 
Formerly cranes in this yard utilized 
steam—coal and wood being used, 
That meant firing up at 4:30 am, 
Now the operator comes to work 
at 8:30, steps on the starter, and 
he is ready for business. All 8 
cranes in the yard are scheduled 
to be converted to utilize LP-Gas, 
This is a Long-Bell operation serv- 
iced by Joplin Butane. 
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Above: LP-Gas cuts maintenance 

costs for this Joplin mine operation 

shown being serviced by a Joplin 

Butane Co. delivery truck. Below: 

All the equipment in this stone 

quarry is powered by LP-Gas—an- 
other Joplin account. 


of those come back within a short 
mre...” 

“That 2%,” he continued, “is about 
the average number that is suscepti- 
ble to high pressure selling. You 
can see it doesn’t pay off.” 

“They come back,” he added, 
“when they learn there is no such 
thing as ‘cool cooking heat,’ the 
slogan on which they were sold... 
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plus their complete satisfaction with 
our service.” 

While working up their domestic 
business, Joplin Butane Gas Co.’s 
commercial accounts were not over- 
looked. Its customers use LP-Gas to 
operate heavy mining equipment, 
stone crushers, and cranes used to 
move telephone poles to be creosoted. 
While these are heavy users as far 
as volume is concerned, they do not 
constitute more than 20% of the 
total volume. 

The company also services many 
large chicken and turkey brooder 
operations, numerous small saw 
mills, standby plants, tractors, trucks, 
and buses. 

“We like our bottled business,” 
said Mr. Taylor. “We have a modern 
bottling room for servicing our 6000 
bottles. This takes care of some 2900 
systems ... each customer being 
supplied with two bottles which we 
lease out.” 

Weekly service is 

cylinder accounts. 
’ The Joplin Butane Gas Co.’s record 
sheet covers 10 years. From this 
record, the exact operating cost of 
individual customers can be de- 
termined. The cost of operating 
chicken brooders, furnaces, hot water 
heaters, ranges, and almost any job 
done by LP-Gas is included. This 
record becomes a handy reference for 
future sales information. From these 
cost figures, Mr. Taylor has found 
that if a heat job is properly figured 
for heat loss and the appliance 
properly sized, the customer is happy 
and satisfied. 

The service outlook has paid off in 
a healthy rise in sales for the fiscal 
year ending July 31, 1950. Month for 
month the increase was as high as 
119% the lowest month’s in- 
crease over the same month a year 
ago was 30%. The total volume went 
well over a million gallons. 


available to 
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In England where automatic ranges, water heaters, irons, etc., have 
long been luxury items priced above the consuming public's ability to 
pay, LP-Gas is a smash hit. Today, a wide range of gas equipment 
is obtainable for the home, farm, and for small industry. Above is an 
exhibit of "Bottogas" installations at the Royal Welsh Agricultural 
Show at Abergale, North Wales, in July this year. In the foreground 
are portable water heaters for use on farms and dairies. In the center 
is a double "pistol" paint burner. Bottogas is distributed by Benn's 
Butane Gas Service, Mold, North Wales, operated by H. L. Benn. 
The company has engineered LP-Gas installations and traded in gas 
appliances since 1936. 


LP-Gas 
Smash Hit in Wales 
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7H Bottogas business continues to 
grow in the face of expanding elec- 
trical service by the national Elec- 
tricity Board, At right is a classic 
example of "It Can't Happen Here." 
t's a traffic signal lighted by butane. 
A list of equipment available at 
Benn's reveals the wide diversification 
of the English demand. Here's what 
syou can buy at Benn's in the way of 
| gas-operated equipment: ranges, hot 
| plates, refrigerators, water heaters, 
‘ium wash boilers, irons, unit heaters, ca- 
| ferers' equipment, sterilizers, labora- 
‘tory equipment, brazing torches, 
lighting equipment, plumber's equip- 

| ment, regulators, couplings, copper 

| tubing, gas pokers, soldering irons, 
blow torches, carburetors, engine 
conversion equipment, and trailer 
and yacht equipment. 
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At left is Benn's Bu- 
tane showroom at Mold. 
The principal demand 
is for cookers and wa- 
ter heaters. In the Bot- 
togas territory, cooking 
and water heating with 
butane is more econom- 
ical than electricity. 
Mr. Benn states that 
while business is boom- 
ing, ranges, water heat- 
ers, and refrigerators 
are in short supply. 























Mexican Firm Capitalizes Upon 
Tomorrows Market Today 


By DON B. SMITH 


HERE has always been a good 

deal of talk about Mexico as 
“the land of tomorrow’—meaning 
that if the country to the south of 
the U. S. ever mobilizes its re- 
sources, manpower, and_ enter- 
prise, it will become a big power 
in world commerce. 

For Alfonso Bustamante, tomor- 
row has arrived. He has an LP- 
Gas business worth nearly a half- 
million dollars operating in Baja 
(Lower) California. The company, 
“Gas Butane,” has had a phenome- 
nal growth—much like the rapid 
expansion of many U. S. liquefied 
petroleum gas companies which 
started from nothing and rose to 
the high income brackets in but a 
few years. 

Gas Butane was formed in 1940, 
on $2500 supplied by Mr. Busta- 
mante’s father-in-law, Erasmo An- 
chondo. Four-and-one-half years 
later, Mr. Bustamante bought out 
the original investor, and had at 
that time about $100,000 in physi- 
cal assets. Today, assets total four 
times that amount. The company 
operates its main office in Tijuana, 


Left: Air view of headquarters and 
bulk plant of Alfonso Bustamante. 


OCTOBER — 1950 


and has branch offices in Ensenada, 
Tecate, La Presa, in addition to 
the facilities of an affiliate, Gas 
Mex, in Mexicali. More than 8500 
customers are served by the com- 
pany and new accounts average 
about 12 a day. 

Gas Butane sells a complete line 
of appliances at the main office and 
through sub-dealers. 

The company estimates that its 
appliance business is grossing 
about $20,000 per month; gas pur- 
chases, obtained from C & S 
Petroleum Co. (Long Beach, Calif.), 
are in excess of 250,000 gals. per 
month. 


' Two-Way Radio Speeds Service 


Gas Butane operates a two-way 
radiotelephone system between the 
main office, 24 delivery and bulk 
trucks, and the personal cars of 
Alfonso Butamante and his assist- 
ant general manager, Alfredo 
Gruel. The system is maintained 
24 hours a day, 365 days a year. 
Three panel trucks, completely 
stocked with equipment and tools 
for replacements and’ repairs, give 
customers fast, efficient service. 

The business keeps growing— 
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Tank trucks and trailers that supply Gas 


through the liberal use of radio 
and newspaper advertising and its 
reputation for fast, dependable 
service. 


Has Large Investment 


The company’s rolling equipment 
includes three transports of 7500- 
gal., 5300-gal., and 4000-gal. cap- 
acities, manufactured by Superior 
Tank & Construction Co., Los An- 
geles. The storage facilities com- 
prise two 20,000-gal. propane and 
one 10,000-gal. mixture tanks at 
the main Tijuana plant, and tanks 
with 54,000-gal. propane and 
10,000-gal. mixture capacity at the 
branch offices. These were made by 
American Pipe & Steel Corp., Al- 
hambra, Calif. All cylinders and 
bulk tanks are company-owned and 
all have recently been converted to 
propane. 
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harbor 


Tijuana, Mexico, with fuel from Los Angeles 


district. 


G. E. Brett, Industry Pioneer, 
Dies in Arizona 


One of the LP-Gas industry pio- 
neers, and the first butane dealer to 
go into business in northern Alabama, 
died in Nogales, Ariz., in August. He 
was George E. Brett, Sr., 85, founder 
of Brett Butane Service in Birming- 
ham, Ala., in 1934. 

He had been retired from the bus- 
iness built by himself and his sons, 
and was living with one son, George 
E. Brett, Jr., in Arizona. Brett Bu- 
tane Service and an affiliate, Brett 
Butane Co., operate in Decatur, Gun- 
tersville, Boaz, and Birmingham, all 
in Alabama. 

Mr. Brett is counted among those 
who “helped build Birmingham,” 
where he was a 33rd degree Mason 
and a Shriner, and a large property 
owner. After his retirement in 1944, 
the business was taken over by his 
sons, George E. Brett, Jr., and Mar- 
tel H. Brett (present general mana- 
ger). 
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Delivery Records 


Show Way 
To Future Profit 


By L. M. GIBBS 


ELL-MANAGED distribution 

can be the, key to a more 
profitable LP-Gas operation. The 
first requirement of good manage- 
ment is a thorough knowledge of 
delivery costs. 

Management must know the an- 
swers to the following questions, 
and to many more, if decisions are 
to be effective: 

1. What is the cost of delivering a 
gallon of gas? 

2. How much more does it cost per 
gallon to supply company-owned 
customer storage equipment than 
when it is owned by the customer? 

3. How much more per gallon does 
it cost to deliver to 150-gal. tanks 
than to 320-gal. tanks? 

4, Is it possible to compute the num- 
ber of consumer gallons per year 
required to support a given storage 
size? 

5. With a given volume of custom- 
er storage, what amount of consump- 
tion is necessary before per-gallon 
price concessions can be made? 
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The author reveals how hit-or-miss 
cost methods for bulk plant opera- 
tions can be replaced by hard- 
headed cost techniques that will 
show a dealer exactly where he 
stands.—Editor. 











Answers to these questions are _ 
only some of the cost techniques 
that can benefit LP-Gas plant man- 
agement. While smaller plants may 
not want to go to the trouble and 
expense to determine cost data as 
accurately as will the larger opera- 
tions, they will find it worth their 
while to develop basic “rule-of- 
thumb” applications. 

Frequently, the effort to develop 
a cost system fails to produce a 
useful tool. In general, this failure 
is due to an over-simplified ap- 
prodch which avoids a comprehen- 
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sive review of available data. In the 
LP-Gas industry the larger num- 
ber of variables poses a complex 
cost problem; but the complexity, 
itself, necessitates the solution—if 
management is to know what it is 
doing. 

Cost data are most-useful when 
they can be used to anticipate fu- 
ture expenditures, instead of mere- 
ly to review money spent. Develop- 
ment of ‘costs-which-anticipate” 
(i.e., “standards”) requires a thor- 
ough analysis of all business expen- 
ditures over a period of at least one 
year. In addition, hit-or-miss op- 
erating methods must be eliminat- 
ed. Operating practices must be 
made consistent and uniform with 
much more accurate cost standards 
resulting. 

Establishment of uniform ac- 
counting practices is, of course, a 
primary goal of this preparatory 
work. However, the resulting cost 
standards will be valid only for a 
continuation of the same operating 
practices from which the standards 
were derived. 


The ultimate goal of the analysis 
is to departmentalize the kinds of 
costs so that costs are known for 
each element of the operation. 


For example, it is useful to know 
the cost only of owning trucks, re- 
gardless of miles travelled or gal- 
lons delivered. All fixed charges 
such as depreciation, insurance, 
taxes, licenses, etc., are brought to- 
gether for this purpose. To bring 
out differences between drivers, to 
compare different makes of equip- 
ment, and for other reasons, main- 
tenance charges are segregated 
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from other mileage expense (e.g, 
gas, oil, grease). Payroll taxes, 
employer insurance contributions, 
bonuses, sick leave pay, etc., should 
be combined with wages to obtain 
labor (driver) costs. 

The method described has deliy- 
eries as its base; it attempts to 
combine the many delivery varia- 
bles in an orderly development and 
to underline each variable’s effect 
on net margin. This method will 
show the cost of owning a truck in- 
dependent of the gallonuge it de- 
livers and show each truck’s rev- 
enue potential. Most important, it 
will show the relation each element 
of direct cost bears to total cost, 
thereby guiding management in its 
selection of routes, equipment, 
prices, and practices. 

Invaluable for valid costing of 
deliveries is a comprehensive deliv- 
ery time analysis. This involves 
breaking the entire delivery proc- 
ess into its elements, establishing 
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standard procedures, and then as- 
signing time standards to each ele- 
ment of the operation. (See Bu- 
TANE-PROPANE News, May, 1950, 
p. 72.) 

Considerable thought should be 
given to the problem of how much 
overhead can be included consist- 
ently in determination of delivery 
cost standards. It is possible, of 
course, to include all administrative 
expense, although the resultant fig- 
ures would not be valuable as 
strictly delivery figures. If all ele- 
ments of administrative expense 
were prorated to the trucks (and 
to other.sources of income such as 
appliance sales) in proportion to 
their revenue producing potential, 
they would probably overbalance 
the strictly delivery expenses. 
Moreover, administrative charges 
are not controllable by delivery 
management. 

Accordingly, one of the prime 
reasons for defining costs, that of 
assigning responsibility for costs 
to those who have control over 
them, is lost. So, it is usually de- 
sirable to include in delivery ex- 
pense only the administrative 
charges that are variable with de- 
livery conditions. Examples of 
these might include salaries of 
clerks posting to route cards, sal- 
ary of delivery superintendent, a 
portion of a branch manager’s sal- 
ary, pumping and delivery office 
equipment charges, amortization of 
company-owned customer storage 
equipment, etc. 

Expenditures under the follow- 
ing heads have been included in the 
analysis of a 130-truck branch op- 
eration: 
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Administration Expense 


Clerical payroll (%)* 

Supervisory payroll (%) 

Depreciation-Office Equipment (%) 

Depreciation - Customer Storage 
Equipment (%) 

Maintenance-General 

Sick Leave Payroll (%) 

Employe Bonuses (%) 

Employer’s Insurance Contribution- 
Voluntary (%) 

Employer’s Tax Contribution-Manda- 
tory (%) 

Travel Expense (%) 

Telephone & Telegraph (%) 

Heat, Power, & Water (%) 

Office Supplies (%) 

Interest Expense (%) 

Taxes—Personal Property (%) 

Taxes—Real Estate (%) 

Licenses (%) 

Insurance—Delivery & Yard Equip- 
ment 

Insurance—Product Liability 

Insurance—Other (%) 


Yard & Delivery Expense 


Depreciation-yard equipment 
Depreciation-delivery equipment 
Maintenance-Delivery Equipment 
Maintenance-Yard Equipment 
Mileage Expense-Delivery Equipment 
Maintenance - Customer Storage 
Equipment 
Payroll-Drivers 
Payroll-Yard 
tenance 
Payroll-Service (%) 
Installation Supplies (%) 
Information from this analysis 
was developed into the following 
“Delivery Cost Summary,” as 


and Delivery Main- 


* Where “%"’ is indicated the proportion 
chargeable to delivery was arbitrarily estab- 
lished. Adjustment was made for servicemen 
performing occasional delivery functions, for 
drivers performing certain sales duties, etc. 
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io ae shown in Table 1. (Figures shown 
are hypothetical.) 

Deriving a “potential” net oper- 
ating margin per truck has the 
merit of establishing a clearly de- 
fined operating goal. Operating 
data for instances of lesser achieve- 
ment can be reduced to the lines 
of the outline for management’s 
ready definition of the weaknesses. 
The several variables are apparent: 
price per gallon (gross margin), 
size of customer storage, supervi- 
sion and methods, routing and 
scheduling, adequacy of load. 

Note that “Fixed Charges” de- 
velops gallonage that has to be de- 
livered to offset fixed expenses. 
Whether a company is “topheavy” 
frequently can be determined from 
this figure, alone. There may prove 
to be too little load to support all 
the “brass” along with the fixed 
expenses. 

“Delivery Time Analysis” fig- 
ures shown in Table I indicate not 
only effective standardized meth- 
ods and routings but also elastic 
customer filling-billing conditions 
and enough tanks to fill to require 
full utilization of truck and driver. 
Most operations do not boast all of 
these attributes. Therefore, they 
will usually show either a lesser 
“available net delivery time” figure, 
a higher “time per fill” figure, or 
both. 

Whatever figures an operation 
shows with this type of breakdown, 
management can focus attention on 
the precise sore spot: 

No point in juggling price if 
scheduling factors or deficient cus- 
tomer storage are the basic faults. 

No point in trying to squeeze 


24.75 
$61.38** 


...$86.58 per day 


” 
” 


..1860 gallons 
5.50 
4.00 
3.25 


Deduct gallonage to cover fixed costs (above) : f : ; : : : Ss ee 
. .1443 
$12.00 


* Similar figures are developed for other standard size trucks. 


Remainder for mileage expense, delivery costs, profit. . 
** Non-delivery overhead yet to be deducted. 


Extend, with avg. gross margin @ 6c per gal........ 


Deduct variable daily delivery costs: 
Variable delivery ‘overhead , are 
Gas, oil—93 miles @ 3.5c .......-.--eeee 


Maintenance 


18.6 Hie @ 300 ge. per All. occ ccccececs 
DUAR BES. .. oaregis os sis aicn 9:0 3 
Potential daily net delivery margin per delivery unit...............++.. 


Margin computations (1%2-ton domestic bulk delivery) 


Avg. total gallonage delivered per truck per day: 
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14-cent a gal. out of delivery costs 
if adjustment of prices will add 
34-cent per gal. 

A high ‘“miles-per-gallon-deliv- 
ered” ratio might precipitate a 
campaign to build load in appropri- 
ate areas to reduce this ratio. 

A low “gallons-per-fill” . figure 
might produce a decision to in- 
crease the size of customer storage. 

High maintenance figures precip- 
itate review of maintenance prac- 
tices and suitability of equipment. 

In general, management finds 
that this method of analysis en- 
ables it to focus responsibility for 
the several delivery variables, as 
well as to concentrate one at a time 
on the various delivery problems 
indicated. 


Scouts Fill Up on Hot Dogs 
Cooked By LP-Gas 


Fifty thousand boy scouts ate six 
miles of frankfurters and eight tons 
of meat for hamburgers at their big 
jamboree in Valley Forge, Pa., in 
June, and every scrap of it was 
cooked on LP-Gas appliances fired by 
LP-Gas. 

There were five “trading posts” in 
the jamboree area; each had a four. 
tank automatic installation connected 
to steel griddles. All were supplied 
by the Natural Gas Co., Philadelphia, 
and were supervised by Samuel L. 
Glickman. Gas was metered. 

Thirty thousand meals were served 
with the equipment during the seven- 
day festival by the Slater Cafeteria 
System, of Philadelphia. 








A roller, made from 3-in. pipe, helps Ward’s Propane Service, Highway 199, North 
Crescent City, Calif., handle tanks in tight spots or over lawns. In photo at left, 
Maris Ward, partner in the firm with his father, Leo Ward, shows a 24-in.° roller 


that simplifies handling operation. Right: 


Mr. Ward shows how quickly his roller 


can be attached to tank. 
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IOWA POULTRYMAN 
HAS TRIED THEM ALL....... 


"GAS IS THE BEST.” 


By RICHARD FINCHAM 


SEAPETY and economy are the two 
big reasons why I use bottled gas 
to heat my baby chicks,” says H. S. 
Nelson, Ames, Iowa, poultryman. 

During the cold Iowa weather of 
last February and the first part of 
March, his gas costs averaged ap- 
proximately $12 per week for six 
‘10’x16’ brooder houses. Then after 
about four weeks, When the chicks 
were larger and the weather warmer, 
costs dropped to $6 per week. He was 
able to discontinue the use of heat 
by the first week in April. 

Mr. Nelson has devised a practical 
plan for using the gas system to heat 
his 1800 baby chicks each year. He 
has grouped his six brooder houses 
so that the bottled gas can be sup- 
plied from centrally located cylinders. 
There are four of these in the unit 
but only two are used at any one 
time. They are equipped with auto- 
matic switch-over equipment which 
goes into operation when the first 
two bottles are empty or too low in 
fuel to not vaporize sufficiently. The 
houses are connected to the main 
supply by 140 feet of 34-inch steel 
pipe. 

Mr. Nelson says he has used sev- 
eral different types of fuel in his 
experience as a poultryman, but has 
found none that can compare to gas. 
Electricity fails to dry the litter prop- 
erly and coal or fuel oil gets so hot 
that there’s considerable fire danger. 
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H. S. Nelson, lowa poultryman, 
checks the gauge on the cylinders 
which supply his brooder houses 
with gas each spring. Mr. Nelson 
broods approximately 2000 chicks 


per year. 














Dealers and Farmers Both Profit 
From Crop Drying Operations 


By CHARLES F. BISHOP 


Chief Engineer, Southwest Industrial Heating 
Engineers, Navasota, Texas 


Mr. Bishop’s last article in 
BUTANE - PROPANE News (“An- 
other Summer Load Builder Lies 
in Portable Crop Dryer,” June 
1950, p. 37) inspired so much 
reader comment that the editors 
have requested him to explain 
his product and its potential 
farm uses more in detail. 


IQUEFIED petroleum gas deal- 
ers, ever in search of the load 
factor that will bring the summer- 
winter cycle into a more perfect 
balance, may well find that LP-Gas- 
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fired, crop-drying equipment is at 
least part of the answer in rural 
areas. 

The use of LP-Gas for power— 
as a fuel in tractors, trucks, buses, 
and engine farm equipment—has 
received much attention and pub- 
licity within the industry of late; 
but crop-drying applications of bu- 
tane and propane are likely to prove 


View from burner end of F-240 used 
on Siler farm. 


BUTANE-PROPANE News 








pre 


ing 
ba 











Manure drying with a Farm-Mor 
F-110. Bin is made airtight by lin- 
ing it with ordinary building paper. 


an important contributor toward 
load building, also. 

Most crop-drying operations in 
the rich Middle West farming area 
have utilized oil as the heating fuel 
—and farmers have been amazed 
in many cases to learn that the job 
can be better controlled, a cleaner 
result obtained, and ton-for-ton cost 
reduced with butane or propane. 
At first glance, it appears that the 
farmer is the one to -gain most by 
application of LP-Gas to his crop- 
drying operations. 

Crop dryers accomplish two main 
purposes. First, they enable the 
farmer to harvest his crops when 
they are at exactly the right stage, 
regardless of weather, and make it 
possible for him to do it at the 
time the market price is up. Sec- 
ondly, and equally important, they 
enable him to harvest a much bet- 
ter crop as it can be taken before 
the weather and insects have had 
a chance to deteriorate the quality 
of it. 

But the dealer, too, is greatly 
benefited by the new market for his 
gas, and he can give a big boost to 
his good will in his community by 
introducing LP-Gas dryers that will 
do a better job cheaper. Portable 
drying units, fired by butane or 
propane, are another source of deal- 
er profit. Many dealers are operat- 
ing the movable units on a lease 
basis with nearby farmers. 

A good example of the value that 
portable LP-Gas crop-drying units 
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Farm-Mor F-240 at work on the 

Gordon Siler farm. Note 500-gal. 

tank mounted on trailer, for easy 
movement about the farm. 


All-LP-Gas setup at Ballenger Farms 

in Sebastian, Texas. Connections to 

the drying bins are quickly made by 
means of a canvas duct. 
















































































DRYING SCHEDULE plus two drying wagons, with a 
cnor conTENT Fon | TEMPERATURE® screened bed 8 ft. x 20 ft. In addi. 
pees bie BO gg Ema tion he has his combines, com ig 
_PEANUTS 10-13 | _ns-1 | Pickers, and other necessary equip. 
PEANUT HAY 15-20 | ‘168-184 ment. While one drying Wagon is 
ee | 12-14 ~~ | _—:110-120 attached to the Farm-Mor unit by P 
-EARCORN | 13-15 | 115-125 a canvas duct, the other is being % 
2) Ss Me | DE filled from the combine or picker, I 
-RESCUR GRASS __{.__12-18__|_495.190 depending on the type of crop he 
HEGARE 10-18 ____|_180- 170 is harvesting. This dryer, which js 
MARTIN MILO 10-15 | 150 - 160 . . ° 
ee ee ee driven by a 4-cylinder, air-cooled 
ion |. | ae engine equipped with LP-Gas car. 
_CLOVER sp | tas ae 5. i buretion, is completely - automatic 
po, len | in operation and equipped with 
“TEMPERATURES NOT FOR GERMINATION safety and temperature control 
equipment. The operating costs for } tons 
the burner and engine average less } ture 
are bringing farm areas is the than 40 cents per ton. A 
operation of Gordon Siler, Temple, That farmers may increase the | inst: 
Texas. In addition to drying his return on their crops with portable |} suce 
own crops in and around Temple, butane or propane drying units is | Mor 
Mr. Siler follows the harvest with shown by the experiences of the J. | up 1 
his combines and corn pickers, P. Ellis farm near Bayview, Texas. } on « 
traveling north as the crops ripen. According to the farm manager, } ers. 
As he enters each community for Charles T. McCaleb, the grain was } to 
several days’ operation, he makes’ taken to a commercial dryer last } and 
arrangements with the local LP- year where charges were 15 cents | fro 
Gas dealer to rent him a 500-gal. per cwt. for drying. (This year's } Cor 
tank and furnish the fuel. His dry- price is 20-25 cents.) In addition to | ma 
er is in operation from 18 to 24 drying, there was a hauling charge |) dry 
hours per day and uses about 15 of 20 cents per cwt. each way, mak- | ter 
to 18 gals. per hour, which means _ ing a total of 55 cents. This year’s | dry 
a nice piece of business for the crop was dried with a Farm-Mor f fo1 
dealer. F-85, using the wagon method, at 
His equipment consists of one a total operating cost of 34 cents } ati 
“Farm-Mor” F-240 portable unit, per ton! Production rate was 1% } tw 
mé 
an 
FARM-MOR pata taste tu 
MODEL Cee e “or: ae. ne REDUCTION OF chad - 
2 8. P. MOTOR RANGE 70° F RISE | 7% LOOSE DRYING L-w-n da 
F. 75 7,681 2 225° F 672,000 1 Ton/1 Hr 84” x 48” x 30” Te 
F- 85 8,788 3 ” 769,000 |_1% Tons/1 Hr 96” x 48” x 48” th 
F . 130 13,110 5 sd 1,147,000 2% Tons/1 Hr 96” x 48” x 54” to 
F - 220 20,200 7% at 1,760,000 4 Tons/1 Hr 119” x 54” x 63” pl 
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with DRYER AND BIN SELECTOR CHART 

addi- TYPE BIN cpu atn, vAR-WOR PARM-MOR PARM-MOR PARM-MOR cnors SUITED. 

corn conmares | | cotiee | ceeiee | ree |waiee | 1-3-3-4-9 

quip. oabiNG. = 3000 GRAIN S000 GRAIN 160g GRAIN 13,440# GRAIN hatches 

ON is ee 6 60 SACKS 73 SACKS 109 SACKS 168 SACKS ae Py sa 
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s for } tons per hour on a 5 to 6% mois- does the heat dry it to the desired 

less § ture reduction. content but it ‘also kills wild seed 

A Sebastian, Texas, all-LP-Gas germination and harmful insects, 

the | installation has had marked drying permitting sale to nurseries and 

able | success also, Employing a Farm- greenhouses with the guarantee 

t's is } Mor F-220, they have a unique set- that it is free from harmful weeds 

le J. } up using a skidded model mounted and seeds. 

Xas. | on one of their own 4-wheel trail- These are just a few case his- 

ger, } ers. The trailer was large enough tories from a file of successful in- 

was § to accommodate a 500-gal. tank,  stallations. Other drying successes 

last | and the whole setup is easily moved have occurred with peanuts, rice, 

ents | from one drying bin to another. sweet potatoes, nuts, seaweed (for 

ar’s } Connections to the drying beds are fertilizer). All kinds of hay can be 

nto | made by portable canvas ducts. This cured either while in storage or 

irge | dryer has consistently handled bet- before storing. Many farmers like 

nak- § ter than 50,000 Ibs. per day while to use the baled hay method. While 

ar’s | drying maize, and can also be used __ this takes a little longer, they feel 

Mor f for alfalfa. that the handling charges are less. 

, at Another interesting drying oper- Every farmer who sells his crops 

nts | ation is the reduction of the mois- on the market is paying for drying, 

1% } ture content in cow manure. Cow’ whether or not he realizes it. We 
manure is being treated at 200°F refer to the system of dockage for 
and reduced to less than 15% mois- excess moistures. For example, a 
tue content. Tt i allowed to stand farmer bringing maize in at 18% 
days until the diahihiaie isniaas moisture content is usually docked 
reaches the vicinity of 30%. It is The accompanying tables, showing dry- 
then run through a hammer mill ing schedules, capacities of various sizes 
to break it into smaller pieces and an wae lea = pao ot 
put on the drying screens. Not only Industrial Heating Engineers. 
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at the rate of 5 cents for every 
point of moisture in excess of 14% 
per 100 lbs. As this is a loss of 20 
cents per hundred on 18% moisture, 
it is easy to see where he can soon 
pay for a dryer that can handle it 
at 35 to 40 cents per ton. 

With the tightened war situation, 
the farmer who can not only pro- 
duce but also save his crops, will 
obtain the best market prices. We 
know that the LP-Gas industry as 
a whole has a good future in this 
field, for no other portable fuel in 
the world can do such an outstand- 
ing job on dehydrating processes. 

Farm-Mor dryers. are - available 
in four standard sizes that handle 
the needs of most farms, but can be 
had in either larger or smaller 
sizes. 

The smallest standard model 
handles about one ton per hour of 
such crops as grain sorghums, corn, 
rice, peanuts, soy beans, etc., on a 


Drying maize on the J. P. Ellis farm 
at Bayview, Texas. Note converted 
cotton trailer which makes an ideal 
drying wagon. The three 100-Ib. 
cylinders furnish a 2-day fuel supply. 





5-to 6% moisture reduction. On a 
hay drying operation it will handle 
about 800 to 1000 Ibs. per hour on 
a reduction of approximately 30%, 

The other sizes are rated at 2, 
34%, and 414, respectively, on the 
5% basis. 

All models are equipped with 
temperature and safety controls 
and all that is necessary upon re- 
ceiving them is to make fuel con- 
nections. 

An example of the operating 
costs and how quickly they amor- 
tize themselves is shown in a recent 
installation. This was the largest 
size, an F-240. It is powered by a 
4-cylinder, air cooled engine equip- 
ped with an LP-Gas carburetor. It 
is handling better than 4 tons per 
hour on a 7% moisture reduction 
and the burner and engine con- 
bined are using 12 to 18 gals. per 
hour of 80-20 mixture. 

The operator is paying 10 cents 
for his gas, making a total operat- 
ing cost of $1.30 per hour. In tons, 
it is less than 35 cents per ton. 

The owner (a commercial oper- 
ator) contracted with a farmer to 
dry his grain right on the field, so 
he has his dryer, bins, and a 500- 
gal. tank right on the job. There 
is an estimated crop of over 1,000,- 
000 Ibs. of maize on his land. He 
has agreed to dry for 10 cents per 
100 lbs. (they get 20 cents at com- 
mercial dryers and you have to haul 
it), which will bring him over 
$1000 for the job. 

It is estimated that it will take 
a maximum of 12 days for the job 


(10-hour day) and that his gas bill - 


will be about $156, and his labor 
for the operator about $96, making 
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a total expense of $250, and a net 
profit of about $750, or better than 
one-third of his investment re- 
turned the first weeks of operation. 

The best part of the above is that 
it benefits several people. The 
farmer saves a lot of expense 
through the elimination of hauling 
charges, the operator makes a good 
profit, and the LP-Gas dealer sells 
a nice gallonage for the duration. 
Of course, if the farmer happens to 
be the owner, he is that much 
ahead. We have even tried to in- 
terest LP-Gas dealers in having 
outfits to rent out on a contract 
basis as it would certainly be to 
their advantage. 

These examples serve to empha- 
size the big versatile job to be done 
in farm crop drying by LP-Gas. 
No other fuel can be used portably 
to such an advantage or with such 


efficiency in this basic rural job. 
It remains for LP-Gasmen to in- 
vade the big potential of crop dry- 
ing and to establish LP-Gas drying 
as an accepted farm practice. 


California Propane Skid Tanks 
Bound for Puerto Rico 


Destination . . . Puerto Rieo. That 
was the bill of lading on four 500-gal. 
propane tanks recently loaded for 
transportation to Long Beach, Calif., 
from where they went by ship to 
the Caribbean via the Panama Canal. 

The fuel and skid tanks were sold 
to a Puerto Rico client by the An- 
chor Petroleum Co. They are shown 
in the accompanying photograph after 
being filled in the Inglewood, Calif., 
plant of the Mutual Liquid Gas Co. 

When loaded each skid tank weighs 
4200 lbs. 





Three of four propane skid tanks on ocean shipments to Puerto Rico from California. 
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Features Appliance Sales 
To Keep Cash Coming In 


M O8-GAS, propane gas service of 

Ventura, Calif., successfully 
combines fuel sales with an appliance 
business that includes both LP-Gas 
and natural gas users. 

R. E. Morter, owner of Mor-Gas, 
believes that a large display of both 
lines (liquid and natural gas) creates 
a greater showroom sales volume. 
Secondly, when a customer switches 
to natural gas he continues to buy 
appliances at the same -familiar 
stand. 


Dual Sales: Showed Up Best 


Before Mr. Morter began business 
four years ago he made a survey in 
the southern and middle California 
areas and found that those companies 
that combined appliance sales with 
the sale of the fuel were the most 
prosperous. 

He has followed that principle from 
the beginning and was never sorry. 
Appliance sales help pay his way in 
the summer months. They also bal- 
ance his crew to the extent that the 
same staff operates year-round. 

In a summer month Mr. Morter 
will sell between 8 and 10 gas refrig- 
erators and an equal number of gas 
ranges. 

Appliance sales are a cooperative 
affair at Mor-Gas. Everyone at the 
plant sells appliances, and gas sys- 
tems, too. Mr. Morter sells appliances 
and does service work. Mrs. J. K. 


By JOE BAER 
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Hollingsworth, office manager, drums 
up sales by phone contacts and dur. 
ing over-the-desk payments. Her hus. 
band, J. K. Hollingsworth, sells, de- 
livers, and services. 

Mr. Morter promotes sales of ap- 
pliances with newspaper advertising, 
He uses suppliers’ mat services and 
takes advantage of the cooperative 
advertising pay plan offered by man- 
ufacturers. Several times a year he 





R. E. Morter and Mrs. J. K. Hollingsworth 
examine a range in the appliance display 
department of MorGas, Ventura, Calif. 


contacts his customers by direct mail. 

Leads for appliance prospects come 
from his own active customers. These 
customers receive a utensil or other 


useful kitchen item as a gift when 


he completes a sale to one of their 
leads. 
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Gas Users Increase 57.1% Since 1940 


TREMENDOUS expansion in 

the number of gas users in 
the United States is vividly por- 
trayed in a recent release by the 
Gas Appliance Manufacturers 
Assn. which is based upon the 
1950 census. Electrical growth is 
also shown. 

According to a Sept. 6 GAMA 
bulletin prepared by Edward R. 
Martin, population of continental 
U. S, 1950 over 1940, has in- 
creased 18,160,100 (13.8%) and 
now totals 149,829,400. 


Residential gas utility custom- 
ers, on January 1, 1950, totaled 
21,933,000, an increase of 33.5% 
over the number served on the 
same date of 1940. Including LP- 
Gas residential customers, and 
looking at the gas industry as a 
whole, on Jan. 1, 1950, there were 
27,083,000 residential gas custom- 
ers, an increase of 9,848,000, or 
57.1% over the residential gas 
customers of Jan. 1, 1940. 

During the same period, resi- 
dential electric customers increas- 




















TABLE 1. 
Increase 
1950 1940 Actual Percent 
MUUIOR 6 c'coctcee ves 149,829,400 181,669,300 18,160,100 + 13.8 
Occupied dwellings .... 42,100,000 34,854,000 7,246,000 + 208 
Residential gas customers 
as of Jan. 1 
A Serre 21,933,000 16,435,000 5,498,000 + 33.5 
NE og Sei ciecblvickestniorats 5,150,000 800,000 4,350,000 +6543.8 
TOR a aia dd wleretes sins 27,083,000 17,235,000 9,848,000 + 57.1 
Residential electric customers 
OOt JAR. ED wiiersc ces 37,179,700 24,599,300 12,580,400 + 51.1 
Residential gas customers 
as of Jan. 1—percent 
of occupied dwellings 
MPO hens ais: ciahds stave 52% 47% 
AGAR 66.55 olasdi Hele ot 12% 2% 
ROU ee cesweccwae 64% 49% 
Residential electric customers 
as of Jan. 1—percent 
of occupied dwellings 88% 71% | 
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ed 51.1%, or 12,580,400, and on 
Jan. 1, 1950 totaled 37,179.700. 

Latest estimates indicate there 
are 42,100,000 occupied dwelling 
units in the U. S., 7,246,000 units, 
or 20.8% more than in 1940. 

The figures in Table 1 illustrate 
the. actual growth of gas service 
over the past 10 years as com- 
pared with the number of occupied 
dwelling units, 1950 and 1940. 

It should be noted that today 
64% of the total occupied dwell- 
ings have gas service, and that in 
1940, the figure was 49%. The 
forward stride of the LP-Gas in- 
dustry is illustrated in noting that 
in 1940 only 2% of the total occu- 
pied dwellings used LP-Gas for 
residential purposes and today this 
figure has risen to 12%. 


Arkansas Management School 
Completes First Phase 


Films, conferences, discussions, 
demonstrations, practical visual aids, 
and special lecture methods were used 
at the first of a 
series of Manage- 
ment Institutes 
inaugurated by 
the Arkansas Bu- 
tane Dealers 
Assn. and the vo- 
cational educa- 
tional division of 
the Arkansas 
State Board of 
Education and 
conducted at the 
Hotel Lafayette 
in Little Rock, 
July 10-15. 

Closely paralleling the management 
courses offered by the Texas Butane 
Dealers Assn., the course trains top 
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management personnel, owners, ani 
supervisors of LP-Gas firms in ey. 
ploye selections; training employes in 
selling, installing, and servicing LP. 
Gas systems; selling, installing, and 
servicing appliances; and employe gu- 
pervision for economical, efficient, and 
safe operation. 

Following the initial course, subse. 
quent institutes will be held at Mag. 
nolia A&M College, Arkansas Poly. 
technic, Monticello A&M, the Univer. 
sity of Arkansas, and Arkansas State 
College, of Jonesboro. Enrollment at 
each institute will be limited to % 
and each course will require 5% days 
to complete. 


Chairman of the education commit- : 
tee of the association is Alex S. Hill. } 
Heading the staff of instructors is} 


J. C. Ruppert of the distributive divi- 
sion of the department of education, 
Chief assistant is Olen Grounds, for- 
mer LP-Gas dealer and later a mem- 
ber of the state education staff in 
Texas. Other staff members include 
M. L. Blair, chief inspector of the 
boiler division; Kenneth Lewis ‘and 
Milburn Adams, department of educa- 
tion members; Carle S. Smalley, train- 
ing director of the State Fire Preven- 
tion Assn.; and experts in the fields of 
education, business, fire prevention, 
safety, and management. 


The first of a series of local classes | 
for employes was held early in Sep-} 
Future courses for manage-} 


tember. 
ment include accounting, appliance 
merchandising, credits and collections, 
advertising, and public _ relations. 
Present plans call for the program to 
be on a continuous basis. 

In testimony of the success of the 
first school, the 14 managers and op- 
erators who registered for the Little 
Rock session made arrangements for 
their employes to attend later schools 
and guaranteed that associate owners 
and managers would attend following 
management courses. 
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Service, Safety, Sales 


Part 3. 





2. THE APPROACH. 











Since your product and equip- 
ment and the appliances necessary 
to a complete and adequate service 
appeal to one or more of the four 
desires, previously mentioned, your 
further action depends on the 
proper approach. 

If you are acquainted with your 
prospect, this is relatively simple, 
and full presentation of your sales 
story should be assured. If not, you 
cannot give too much care to a full 
study of the method and manner 
of this approach. Even then puzz- 
ling situations develop, and fre- 
quently the most carefully planned 
approach fails of its purpose—a 
sale, Here again, the card index file 
on all existing customers as well as 
prospects, as previously mentioned, 
will prove of great value. 

The approach should always be 
planned, at least in the case of a 
new prospect, on the theory that he 
or she is primarily interested in his 
or her own business or home, its 
appearance, its comforts, its pros- 
perity, and is on the defensive 
against any suggestions that will 
involve additional outlay of money 
or distraction of his or her atten- 
tion from the things he or she is 
already well pleased with. Every 
normal human being, however, is 
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susceptible to sincere praise of the 
appearance of order and neatness, 
prosperous production of home or 
farm or business. 

The properly prepared salesman 
will sense outstanding features of 
the above nature that are in evi- 
dence in every place of business, 
on every farm, in every home that 
is a worthy prospect for his service. 
Thus, he will appeal to his pros- 
pect’s innate sense of pride, possib- 
ly by the greeting: 

“Mr. Brown, it is plain to be 
seen, from the appearance of your 
farm (or plant) that you are a 
successful farmer (or _ business 
man) and that you take pride in 
doing things in the modern man- 
ner.” Or, “Mrs. Jones, I can see 
that you not only take pride in the 
appearance of your home, but that 
you are interested in having those 
things which add to the comfort of 
your family and make for greater 
leisure, in fact better living. In this 
connection, I believe we have some- 
thing in common. It’s my job to 
help folks like you to maintain not 
only their present standard of liv- 
ing but to do this with greater 
convenience (or profit) to them.” 

Making such an approach with 
sincerity (using your words not 
ours), you are paying your pros- 


By KEITH CLEVENGER 
Sales and Economic Consultant, 
National L-P Gas Institute, 
Tulsa, Okla. 
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pect a dignified and deserved com- 
pliment. This indicates that you ap- 
preciate the same things he or she 
does, and more, that you are offer- 
ing positive proof of your prepar- 
edness to help the prospect main- 
tain and improve his business or 
farm. operations, or her home-mak- 
ing and living conditions. 
Whatever the predominant char- 
acteristics of the prospect’s busi- 
ness, farm or home may be, you 
may be sure he or she has a reason 
for them and is proud of it. There- 
fore, any approach that indicates 
sincere appraisal and appreciation 
of such characteristics is most like- 








“Every normal human being 
is susceptible to sincere 
praise.” 








ly to secure favorable interest and 
attention. 

Sometimes, when it is evident 
that a prospect is worried with 
petty details of business or home 
conduct, it is much better to avoid 
a call unless you are possessed of 
the knowledge and experience that 
will be of real assistance in solving 
the current worry. Many a sales- 
man has created a lasting and prof- 
itable account by offering and ren- 
dering some relatively simple serv- 
ice to a puzzled prospect. 

On the other hand, some sales- 
men have lost what otherwise 
would have become good and con- 
tinuing business by thoughtlessly 
or selfishly insisting on attention 
from a worried and _ distracted 
prospect or customer. The unwrit- 
ten rule in a case such as this 
should be for the salesman to get 
as far away as is possible, and thus 
be able to come again, another 
more favorable day. 

We think of two examples of how 
LP-Gas sales have been success- 
fully handled and these perplexi- 
ties avoided. 

One very successful dealer of our 
acquaintance never drives out 
through the countryside in plowing 
or harvest season that he does not 
have a competent farm-hand with 
him. When he stops to talk to a 
farmer prospect who is hurrying 
to get his fall plowing done or his 
alfalfa cut, or whatever the field 
operation may be, he has his com- 
panion take over the job while he 
and his prospect sit and talk. In 
this manner no time is lost in the 
field, his farmer friend gets a brief 
rest, and the dealer has the oppor- 
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tunity to discuss his proposition 
unhurriedly—and, as a rule, suc- 
cessfully. Thoughtfulness is always 
good business, and, vice versa. 

Many gas operators make it a 
rule nowadays to allow no sales- 
man to make frontdoor or formal 
sales calls, but to approach custom- 
ers and prospects as a serviceman, 
dressed and equipped for the job, 
calling at the kitchen door. In this 
manner there is a minimum of 
sales resistance. Even though the 
lady of the house may be entertain- 
ing her bridge club, a quilting 
“bee,” or other guests, or engaged 
in house-cleaning, the ‘“service- 
salesman” is seldom denied access 
to the house. Quite frequently he 
receives some helpful hints, even 
compliments for himself and his 
company in the presence of the 
guests. Invariably this kind of “sell- 
ing” gets lasting and profitable re- 
sults for the “salesman” and his 
firm. Not infrequently it is the 
source of new business from sources 
that have never been touched by the 
regular advertising and sales pro- 
gram, 

Occasionally a surly, or “defen- 
sive” type prospect can be taken 
out of such an attitude by a bit of 
prompt thinking — thanking the 
prospect for the privilege of the 
interview, complimenting him or 
her on some seldom-noticed detail 
of business or home, or the use of 
some impromptu, but to-the-point 
remark that catches the prospect 
“off-guard.” We once had such an 
experience with a man who pre- 
tended not to notice our entrance— 
his back turned to us in apparent 
study of some report. This we had 
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Sometimes when a prospect 
is worried with petty details, 
it is best to avoid a call. 


been advised was a pose he fre- 
quently assumed. We waited briefly 
(it seemed like ages) and finally he 
whirled and barked: “Well, what 
do you want?” We replied calmly 
and pleasantly, “The same courtesy 
you would expect if you were in my 
place.” It worked. We had a most 
satisfactory interview, and never 


63 











again did we fail to receive cour- 
teous and favorable attention when 
calling on this man. 

On another occasion a prospect 
who informed us both by words and 
attitude that he had little or no 
time for our proposition reacted 
promptly and pleasantly when we 
commented on the beauty and sim- 
plicity of a single white rose in a 
vase on his desk. He told us he had 
placed a fresh, white rose in a vase 
on that desk every day since his 
wife had died, some four years 
previous. Evidently he was deeply 
appreciative of our notice of this 
evidence of his devotion to his late 
wife’s memory for he had plenty of 
time for our story, and became, and 
is still, a good friend. 

Pictures on the wall, ornaments 
on a desk, many things of this 
nature, indicating a prospect’s evi- 
dent outside interests, hobbies, etc., 
give hints of various methods of 
effective approach. 

As you progress in acquaintance 
with your customers and prospects 
you learn their many peculiarities 
and traits, likes and dislikes, and 
how to deal with each one. By the 
same token, if you properly analyze 
and serve these personal character- 
istics, their owners come to respect 
and trust you. 

With some the approach must be 
brisk and to the point without be- 
ing brash or cocky. With others it 
may be a matter of much listening 
and little talking on your part. 
With still others it may include 
help in the solution of some prob- 
lem, possibly one that seems for- 
eign to the nature of your call. 
Whatever the line of approach, 


64 


if you analyze it thoroughly, you 
will find that in every instance it 
is related to one or more of the 
BASIC HUMAN DESIRES previ- 
ously mentioned. Therefore, when 
planning your approach to new 
prospects you should consider which 
of one or more of these “basic 
human desires,” or reasons for buy- 
ing, you must appeal to, and be 
prepared at a moment’s notice to 
change your planned method of ap- 
proach to meet the current situa- 
tion. 


Alertness tempered with cour- } 
tesy, persistence tinctured with pa- | 
tience, and wit leavened with good | 


humor and understanding of hv- 
man behavior are the _ precision 
tools of a good salesman in his ap- 
proach to and presentation of his 
sales story. 

No successful salesman can be 
less careful and intelligent in the 
presentation of his story than he 
has been in its planning and his 
approach to the prospect. 





3. THE PRESENTATION. 











The presentation, like the ap- 
proach, must be prepared and of- 
fered in terms of its advantage 
in the satisfaction of one or more 
of the four basic desires that mo- 
tivate human beings. In fact, the 
presentation is so closely related 
to the approach that it is frequent- 
ly difficult to determine where one 
begins and the other ends. 


You should not approach the. 


prospect merely with something 
you want to sell, but rather with 
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something he or she needs to pro- 
vide greater comfort, assuage pride, 
protect investment or increase prof- 
its in the home, on the farm, or in 
his business. If you do not have a 
proposal that will accomplish one 
or more of these four results you 
had best not make even the ap- 
proach. 

Quite naturally, you are the only 
one who knows of these advantages, 
and your understanding of your 
product and/or service and how it 
will best lend itself to the success- 
ful conduct of his business or farm, 
or her home, presented with enthu- 
siasm and conviction, is now the 
only reason for your admission. Had 
the prospect known all this in ad- 
vance your visit would be unneces- 
sary. ‘ 

You should therefore make your 
presentation fit your approach. You 
will have arranged your facts and 
figures, the pictures and drawings 
of the equipment you desire to pre- 
sent and how they will meet the de- 
sires of your prospect in proper and 
convincing order. Usually you will 
give the entire sales story. 

There may be occasions, however, 
when you will see that the presen- 
tation of only a part of your story 
will be more helpful. So much de- 
pends on the attitude of the pros- 
pect. Some want to go into great 
detail. Some are well enough in- 
formed through general advertis- 
ing or previous contacts with your 
firm that to go into too much detail 
amounts to an insult to their intel- 
ligence and interest. Here again, 
the salesman must be alert and con- 
scious of the prospect’s attitude, 
analyzing, as he proceeds with his 
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description, every word and atti- 
tude of his prospect—favorable and 
unfavorable—so that he may arrive 
at the peak of his sales story with 
the most possible success and the 
least possible waste of his or his 
prospect’s time. 


Merchandising Kits Tie In 
With Promotion Program 


With the mailing to more than 8600 
marketers in all parts of the country 
of merchandising kits which enabled 
them to tie in with the national 
theme in their local advertising and 
publicity, the big LP-Gas promotional 
program really got down to the 
“grass roots” in August. 

These packages contained free ad- 
vertising and publicity materials for 
immediate use and samples of others 
that can be purchased in quantity at 
moderate cost. In the former cate- 
gory were a huge colored poster, three 
radio commercials and two “pattern” 
press releases. In the latter were a 
proof of a newspaper mat, a post- 
card, envelope stuffer and mailing 
folder. Members of the promotional 
program can buy these items at a 
20% discount as a result of a recent 
partial subsidy agreement made be- 
tween the National Committee for 
LP-Gas Promotion and the Beals Ad- 
vertising Co., Oklahoma City, Okla. 

The national promotion is under 
the triple sponsorship of the Lique- 
fied Petroleum Gas Associatién, Gas 
Appliance Manufacturers Association 
and Natural Gasoline Association of 
America. It is a three-point project 
embracing advertising, publicity, and, 
eventually, employe training. Ad- 
vertising has already appeared in 45 
publications reaching small town, 
suburban, farm and commercial LP- 
Gas markets. 
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L. H. Taylor, head of the gas fuel technology course, Chambl d 








trates typical 


testing equipment. 





Safe practices in the handling and in- 

stallation of LP-Gas equipment and ap- 

pliances are studied, as well as problems 
in the manufacturing of equipment. 
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Private Contributions 
Build Scholarship Fund 


By CAROLE D. LINDGREN 


The Bastian-Blessings Co., Chicago, } 
manufacturers of LP-Gas equipment, } 
has announced that contributions s0 | 


far received from its “dollar-per- 
man” plan will pay for 32 scholar- 
ships to the two-year Gas Fuel Tech- 
nology course at the Southern Tech- 
nical Institute, an extension of Geor- 
gia Tech at Chamblee, Ga. 

These scholarships are valued at 
$550 for Georgia residents and $990 
for non-residents of the state. In ad- 
dition to paying the tuition of the 
winning students, the LP-Gas indus- 
try is providing equipment and fa- 
cilities for use in the course. The 
Bastian-Blessing Co. is eontributing 
whatever amount is necessary to 
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bring any unfinished fund up to a 
complete two-year course. 

Georgia Tech’s.is the first complete 
course in gas fuel technology to be 
offered in any university, although 
other schools have given short lecture 
courses. Southern Technical Institute 
presents specific work on the many 
uses of gas as a fuel and the required 
equipment to utilize gas. Shop work 
includes instruction in all kinds of 
problems of equipment manufacture, 
and in the installation and servicing 
of equipment. 

“This course was designed especial- 
ly for the gas industry to train young 
men to meet a growing shortage of 
technicians,” said Col. Ellsworth L. 
Mills, vice president of The Bastian- 
Blessing Co. “Successful completion 
of this course virtually guarantees a 
secure job and a bright future. It 
offers exceptional opportunities to 
both employers and prospective em- 
ployes, and contributes to the future 
growth and welfare of the entire LP- 
Gas industry.” 


The Chamblee school has been sponsored 
from the first with enthusiasm bv Colonel 
Mills. Recently he announced an ingenious 
plan of his own to create scholarships at 
the Institute. In the last issue of this house 
publication entitled “Who and What’ he 
invited industry members far and wide 
to send in individual donations of $1 for 
such scholarships and the results have been 
surprisingly gratifying. 

Anyone who. would still like to support 
this educational effort for future LP-Gas 
engineers may send contributions to Colonel 
Mills in care of The Bastian-Blessing Co., 
Chicago.—Editor. 


How Many Dealers Know 
Their Cost of Doing Business? 
Dealers who do not have good cost 
accounting systems often find it dif- 
ficult to determine the cause of oper- 
ations losses. 
In a recently published bulletin by 
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the Minnesota Petroleum Gas Assn., 
Secretary John Locke offers some 
vital and interesting figures to—help 
dealers plan and keep track of their 
expenditures. The following cost ta- 
ble is based upon gross sales of 1 
million gallons per year of LP-Gas, 
taken from operations in the St. 
Paul-Minneapolis area: 


Per Gallon 

Cia tals sos edicccinuseenenes $ .0570 
DED «cb ccneseanteawecucneese .0023 
Driver's wages & tank maintenance .0103 
DIONNE ia vl cancvascsesusntea -0032 
Plant labor & repair............6- .0040 
I: oo 06h d08 6 ds entesdacs -0054 
ON ok 66.06 be dadetiensecaas -0089 
Mc acdtpncnnesaenecanes -0059 
Se: WN Voces cdeaeadccéearaes $ .0045 
Telephone, printing, postage ...... .0038 
DONG ovevecvanccevcectendaccennes -0024 
PIER J aceciccncevdasetnasaees -0036 
Miscellaneous general expense .... .0010 
RN — oie ccucacunecenncenne -0050 
NE a he cies cinencccantwacenes -0011 
WOM istalec cake canceettnne $ .1184 


Phillips Petroleum Takes Over 
Synthetic Rubber Plant 


Phillips Chemical Co. has been noti- 
fied by Reconstruction Finance Corp., 
Office of Rubber Reserve, that it will 
take over operation of the govern- 
ment-owned Copolymer synthetic rub- 
ber plant near Borger, Tex. Phillips 
Chemical Co. is the wholly owned 
chemical subsidiary of Phillips Petro- 
leum Co. 

The transfer to Phillips marks the 
first integrated manufacture of syn- 
thetic rubber through all stages from 
the production of raw materials to 
the finished product. Phillips Chem- 
ical Co. already operates the adjoin- 
ing Plains butadiene plant, which 
Phillips designed and built for the 
government during World War II. 
This plant now produces more than 
50,000 tons of butadiene yearly. 
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North Eastern-South Eastern 
LPGA Districts Meet Oct. 5-6 


With the North Eastern-South 
Eastern meeting of the Liquefied 
Petroleum Gas Assn. and four other 
major industry events drawing LP- 
Gas men and women to Atlantic City, 
N.J., the first week in October, this 
combined district session is expected 
to roll up an attendance aproaching 
300, according to F. R. Frost, sales 
manager, Pyrofax gas division, Union 
Carbide & Carbon Corp., New York 
City, who is in charge of arrange- 
ments. The program will feature 
talks appropriate to the national 
emergency and its potential impact 
on the LP-Gas business. 

The speaking portion of the LPGA 
meeting is scheduled for Oct. 5, at 
the Ambassador hotel. Friday will be 
left open to permit attendance at the 
annual Gas Appliance Manufacturers 
Assn. exhibition of gas appliances 
and equipment. Other events that will 
help make Atlantic City the gas 
mecca of the nation are the annual 
convention of the American Gas 
Assn., Oct. 2-6, a meeting of the 
National Committee for LP-Gas Pro- 
motion, Oct. 3, and an LPGA board 
meeting, Oct. 4-5. 

Heading the list of speakers on the 
Thursday program is Lt. Gen. Robert 
L. Eichelberger, commander of the 
U.S. 8th Army during World War II, 
who will discuss “The Far Eastern 
Situation.” “Our Industry and the 
National Emergency” will be the 
pertinent subject of Paul K. Thomp- 
son, Esso Standard Oil Co. 

Other speakers and their topics in- 
clude H. Emerson Thomas, “Current 


72 


ASSOCIATIONS 








Trends in Weights and Measures 
Legislation and What It Means to 
You”; C. J. McAllister, “Knowledge 
is Power—and Profit”; M. L. Trotter, 
“What the National LP-Gas Promo- 
tional Program Means to You”; G, 
M. Rohde, Jr., “Your Most Profitable 
Responsibility”; W. D. Cook, “How 
to Reduce Your Distribution Costs,” 
and Howard D. White, LPGA’s ex. 
ecutive vice president, “Your Associ- 
ation and Its Progress.” 


Registration will start at 9 am. | 


Thursday in the “22 Club Rotunda.” 
AGA invitations, to be issued at that 
time, can be exchanged at AGA con- 
vention headquarters for badges 
which will admit LPGA registrants 
to GAMA’s exhibit in the Atlantic 
City auditorium and its annual vari- 
ety show. 

Walter A. Naumer, Pyrofax vice 
president, and director of LPGA’s 
North Eastern District, and W. S. 
Lander, president, Rulane Gas Co, 
Charlotte, N. C., and director, South 
Eastern District, will preside at the 
meeting. 


New England 


Louis S. Davis has been appointed 
executive secretary of the LP-Gas 
Assn. of New England, according to 
a recent announcement from Plumer 
E. Pope, president of the group. Mr. 
Davis has established offices in Room 
620, 419 Boylston St., Boston. 

Long experience in sales, sales pro- 
motion, management, and trade asso- 
ciation work qualify Mr. Davis to 


guide the activities of LP-Gas deal- 


er-members in New England. Plans 
are now under way for a 1951 meet- 
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ing and trade show in Boston, with 
March as the tentative date. 

In mid-June, membership in the 
newly formed association stood at 
168, with the number increasing 
weekly. 


Kennebec Valley LP-Gas Assn. 


Leon C. Roberts, president of the 
Kennebec Valley LP-Gas Assn., pre- 
sided at the regular quarterly meeting 
of the group held Aug. 21 at the 
Augusta House in Augusta, Maine. 

In addition to regular members, sev- 
eral guests from LP-Gas distributing 
companies were in attendance. Ac- 
cording to L. H. Holman, many inter- 
esting discussions of industry prob- 
lems were heard. 


Ohio 


Nov. 8-9 are the dates of the Ohio 

LP-Gas Assn. fall meeting. Interest- 

ing subjects and a new type program 

are planned, according to George 

Gray, president of the group. 
Meeting: place: Columbus. 


Virginia 

Business and pleasure will both pre- 
vail at the Oct. 12-18 annual conven- 
tion of the Virginia LP-Gas Assn. at 
the Cavalier hotel, Virginia Beach, 
Va. Business will include talks by A. 
B. Ritzenthaler, Tappan Stove Co., on 
“Gas Range Selling’; M. L. Trotter 
on “What the L?-Gas Association Is 
Doing for Promotion”; A. E. Jake- 
man, Norfolk Shipbuilding & Drydock 
Assn., “Industry’s Responsibility for 
Personnel Relations”; “Past and Fu- 
ture Legislation” by Arthur Kreut- 
zer, LPGA; Captain W. R. Creekmore, 
chief inspector of the Bureau of Fire 
Prevention, Norfolk fire department, 
“How Fire Prevention Officials Look 
Upon Our Business”; “Developing 
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Commercial and Water Heating Load’ 
by J. Z. Watkins, Rulane Gas Service: 
and W..E. Johnson, clerk of the Fed. 
eral court, “Dynamic Rather than 
Static.” 

Pleasure offered by the hotel con. 
sists of golf, swimming, tennis, dane. 
ing, and many other recreational 2. 
cilities. A friendship hour, through 
the courtesy-of manufacturers’ repre. 
sentatives, a banquet, and dance will 
be held Oct. 12. 

Presiding over the business meet- 
ings will be Sam W. Goode, president 
of the association. A ladies’ reception 
committee is composed of Mesdames 
Ray Cassett (chairman), Sam Goode 
and Tom Sykes, wives of officers and 
directors of the group. 


Subjects Announced for 


CNGA Fall Meeting 


M. L. Arnold, general chairman, 
announced that an additive has been 
introduced to the hydrocarbon com- 
position of this 
year’s forthcom- 
ing Fall Meeting 
of the California 
Natural Gasoline 
Assn. to be held 
Nov. 9-10, which 


ing and educa- 
tional to those 
who plan to be in 
attendance. 

On Thursday, 
Nov. 9, a series 
of five forums 
will convene, each of which is of par- 
ticular interest to some phase of the 
natural gasoline industry. J. B. Tay- 
lor, Signal Oil & Gas Co., will con- 
duct a discussion on “The Efficient 


M. L. ARNOLD 


Operation and Maintenance of Plant. 


Equipment.” C. D. Gard, Union Oil 
Co., will head the forum on “The Ap- 
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UMP COST 


THE INSTALLMENTS: in the form of operating, maintenance and- labor 
costs dwarf the price of the pump after a rather short service period. 





Check your own records. You will find, as others have, that labor 
represents nine-tenths of your total pumping cost. Even a modest 
saving on this single item pays for a Smith Pump in no time. 

‘ 
Labor savings are a carefully planned part of Smith Pumps. 


The exclusive Smith self-adjusting packing requires no tightening of 
packing screws, no lubricating, no servicing of any kind. 


A high maintained delivery rate assures fast transfer and man-hour 
savings during the long service life of Smith Pumps. 


Uninterrupted operation made possible by the Smith Exchange Service 
reduces shut down losses. 


Smith Pumps don't leak; not counting the fire hazard, the product lost 
through leaky packing alone may be worth the price of the pump. 











Fourteen _m ithPumps are available for all types of truck 
bulk plant service. Write for literature and prices. 


SMITH PRODUCTS COMPANY 


2 





1135 Mission Street, South Pasadena, Calif. — Phone: PYramid 1-2293 
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NBPA Report Next Month 

Because this issue of BUTANE- 
PROPANE News went to press be- 
fore the annual and district con- 
vention of the National Butane- 
Propane Assn. was held in Cleve- 
land Sept. 18-19, this meeting will 
be. reported in our November 
issue. 











plication of Chemical and Process 
Engineering Principles to the Effi- 
cient Design and Operation of Nat- 
ural Gas Processing Plants.” W. W. 
Robinson, Jr., The Texas Co., has 
organized a group discussion on “The 
Role of the Chemist and -Laboratory 
in Efficient Natural Gas Operation.” 
M. W. Kibre, General Petroleum 
Corp., will lead the forum, “The 
Efficient Mechanical Design of Nat- 
ural Gas Processing and Compression 
Plants and Natural Gas Gathering 
and Distribution Systems.” A lunch- 
eon, to be chairmanned by Past Pres- 
ident Wm. A. Kirk, California South- 
_ ern Oil Co., will be held for the dis- 
cussion of “The Efficient Manage- 
ment of Natural Gas and Natural 
Gasoline Operations.” 

Prepared discussions by experts of 
wide knowledge and years of exper- 
ience in the industry will be presented 
for the information of those men at- 
tending each forum. 


Wm. Schaller, California Dealer, 
Passes Away Suddenly 


“Bill” Schaller, widely known Cali- 
fornia operator and owner of Placer 
Gas Co., Auburn, Calif., died sud- 
denly the first week in September. 

Mr. Schaller was well known in 
California gas circles and helped to 
organize the present California Li- 
quid Gas Dealers Assn. At the time 
of his death he was chairman of the 
safety code committee of that group. 
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Canadian Western Division, 
LPGA, Appoints Committees 


The Canadian Western Division of 
the Liquefied Petroleum Gas Assn, 
met in Calgary, Alberta, July 17, for 
its first organizational meeting. All 
representatives taking part in the 
organization were from the province 
of Alberta, but sufficient interest jn 
forming the western Canada section 
had been shown by dealers in other 
western provinces, and it is expected 
that the section will grow rapidly. 

C. Aplund is chairman of the new 
section and S. W. Pepper is secre- 
tary. ° 


Important Committees Appointed 


First business of the meeting was 
to determine which committees 
should be set up within the section, 
and to elect officers for these commit- 
tees. These were: technical and 
standards committee, Bill Judd 
(chairman), Geoff Pritchard (vice 
chairman); educational committee, 
A. Luna (chairman), Ray Johanson 
(vice chairman); safety and legisla- 
tive committee, M. J. Pryde (chair- 
man), T. Thompson (vice chairman); 
convention and finance committee, 
L. Oughton (chairman), Warren 
Henderson (vice chairman); mem- 
bership committee, H. Alty (chair- 
man), J. MacArthur (vice chair- 
man); sales promotion committee, 
Norm Brown (chairman), W. J. San- 
ford (vice chairman). 

The membership resolved _ that 
NBFU pamphlet 58, Canadian revi- 
sion, covers necessary regulations 
for the industry, and directed the 
technical and standards committee 
should do everything possible to get 
approval of the regulations therein by 
the dominion and provincial govern- 
ments and by the Canadian Fire 
Underwriters Assn. 
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Gas Torches Replace 
Early Branding Irons 


Now cattlemen can have their 
XXX or their —7 clean-cut in a 
minimum of time with an LP-Gas 
branding torch. 

The design and construction of the 
new branding torch is the result of 
several years of development and 
testing by the Ransome Co., Emery- 
ville, Calif., in conjunction with prac- 
tical cattlemen. 

Formerly Ransome provided suita- 
ble burners and fireboxes for heating 
the conventional type of branding 
iron. This simple equipment was a 
decided improvement over the old 
wood fire, a remnant of the early days 
of the West, but now the conventional 
branding irons are out along with the 
Conestoga wagon. 

The head of the new Ransome 
branding torch is of cast bronze, a 
metal hard enough to stand severe 
treatment, an excellent conductor of 
heat, and not inclined to oxidize, 
scale, and peel off, as does the con- 
ventional branding head made of 


| steel. Since the bronze metal resists 
| wear over a long period of time, it 


has been found that stockmen now 
prefer 3/16 in. wide branding char- 
acters instead of the %4-in. width for- 
merly used, apparently to compensate 
for a rapid reduction of this width 
due to the scaling or peeling off ac- 
tion. 

Since each stockman’s brand _ in- 
signia is singularly his own and 
rarely duplicated, it is necessary first 
to make a wooden pattern of each 
brand insignia and then cast it in 
bronze at the foundry. 

The torch is so designed that a 
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flame from a small burner plays di- 
rectly upon the back of the bronze 
branding head. Three types were de- 
signed to accommodate various brand- 
ing methods. 

1. Chute Type. The assembly con- 
sists of a torch using the standard 
branding head and burner, and a rela- 
tively large cylinder connected to the 
torch by a length of flexible tubing. 
This arrangement satisfies the re- 
quirements for branding in a chute. 

2. Holster Type. A small, light- 
weight cylinder of one pint capacity 
is slung over the back of the opera- 
tor. Flexible tubing connects the cyl- 
inder to the torch which is identical 
with that used in the chute type as- 
sembly. The ends of the flexible tub- 








Carl Golden demonstrates how the Ran- 
some holster type branding iron can be 
strapped on for field branding. 


77 








The “chute-type” branding iron and small 
gas tank. 


ing are equipped with a “quick 
change” type of fitting permitting 
the operator to disconnect the torch 
section from the cylinder quickly and 
easily without the use of wrench or 
pliers. 


38. Compact Unit Type. The char- 
acteristic feature of this unit is that 
the small one-pint capacity cylinder 
forms a part of the torch handle. 

The torch has many advantages: 

The use of LP-Gas eliminates clog- 
ging and fouling. The burner requires 
no priming or pumping. The heat in- 
put can be quickly and easily con- 
trolled to provide just the proper tem- 
perature for a good clean brand. 
Shock, loss of appetite, loss of 
weight, infection, and screw worm 
trouble are at a minimum in cattle 
branded in this way. 

The torch is highly efficient. A pint 
of propane will operate the branding 
torch for 4 to 5 continuous hours. 

The head of the branding torch can 
be heated by means of a coal or wood 
fire. This does not injure the torch 
for a return to gas operation. 

When operating a gas torch in 
wooded or brushy areas, the possibil- 
ity of starting fires is reduced to a 
minimum. 
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The marketing of the Ransome 
branding torch will be through the 
Western Craftsmen, 772 Bryant St, 
San Francisco. 


Sam Kapnek, Pioneer Gasman, 
Passed Away Aug. 16 


Sam Kapnek, 72, one of the pio- 
neers in the development of the LP- 
Gas business in the East, died Aug, 
16 in Jefferson hospital in Philadel- 
phia. 

Mr. Kapnek was founder and chair. 
man of the board of the Natural Gas 
Co., which he established in 1930, 
His home at the time of his passing 
was in Elkins Park, Pa. 

The Natural Gas Co. is an LP-Gas 
distributing company in _ southern 
New Jersey and eastern Pennsylva- 
nia. It has seven bulk plants and 10 
offices with head office at Hammon- 
ton, N. J. 

Among the members of the family 
now connected with the Natural Gas 
Co. are a son, Theodore Kapnek, 
president; Samuel Glickman, a son- 
in-law, vice president; Marvin B. 
Glickman, grandson, secretary; Wil- 
liam Platt, grandson, treasurer; and 
Louis Glickman. 


Fire Prevention Week Kits 
Available From NBFU 


Fire prevention week for 1950 is 
scheduled for Oct. 8-14, according to 
announcement by the National Board 
of Fire Underwriters, which reports 
that kits for prevention campaigns 
during the period are now available. 

NBFU lists posters, stamps and 
stickers, educational booklets, school 
stories and plays, and material for 


advertisers, publishers, and editors.. 


Those interested in obtaining infor- 
mation about material should write 
NBFU, 85 John St., New York City. 
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REGQ LPG OUTFITS... 


.,. they ne the best for Your Customers 
—and you! * 


Nio- 


P. 

- When it comes to LPG Outfits for bulk delivery and portable : 
; cylinder systems, RegO is “just what the Doctor ordered” for your 

vi customers. And when you prescribe RegO, you can do so with the 

30, assurance that your customers will get the dependable and trouble- 

ng free performance which they expect and to which they are entitled. 

1as RESO Multivalve Outfits for underground and above ground 

we bulk delivery systems provide low installation costs and reduce the 

10 hazard of leaks. Only the minimum number of individual connections 


to the container are required. 


ily RESO Manifold Outfits for portable cylinder systems assure 
re a dependable and continuous supply of gas to the user. 

ri These outfits are assembled, rigidly tested, packed in re- 
i- shipping cartons and are ready to install in the field. 

nd 


x and youl With RegO-designed equipment you virtually do away with those 
costly middle-of-the-night service calls which eat into your profits. And, what’s more, 
you have satisfied customers who become ready buyers for the additional appliances 
that bring about increased gas loads. 


to Yes, RegO is best for your customers—and you! 
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PIONEER AND LEADER IN THE 
ty DESIGN AND MANUFACTURE OF 
PRECISION EQUIPMENT FOR USING 
AND CONTROLLING LP-GASES 


BASTIAN-BLESSING~ 


4201 W. Peterson Ave., Chicago 30, Illinois 





Reg is the registered trade mark of the Bastian-Blessing Co, 





By Gene C. Creighton 


The story of LP-Gas was effective- 
ly presented to many thousands of 
visitors to the Colorado state fair, 
held in Pueblo, Aug. 28-Sept. 1, when 
the Colorado Liquefied Petroleum 
Gas Assn. presented a huge 160-foot 
booth. 

This booth, 60 feet longer than 
that used previously by the Colorado 
association which, incidentally, has 
pioneered this type of display, drew 
attention from more than 20,000 
visitors, according to association 
headquarters. All dealers in the asso- 
ciation were invited to participate in 
the booth, which contained complete 
displays of all types of equipment 
used by the industry, from under- 
ground tank systems to industrial 
and home appliances. Colorful signs, 
plenty of “giveaways” and explan- 
ation by association representatives, 
created many thousands of additional 
LP-Gas prospects. 

To insure plenty of attention from 
the public, two drawing prizes were 
set up for each day of the display, 
including a gas range, and one other 
LP-Gas appliance. During the fair, a 
30-minute program was_ broadcast 
from the booth each day, with 15 of 
the 30 minutes heard over radio sta- 
tions located throughout the entire 
state. Commercials on the program 
described the progress of LP-Gas in 
the state, its importance in bringing 
home comforts and modern living to 
thousands of rural area dwellers. 

The program was of the audience- 
participation type, with many small 
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Colorado's Joint LP-Gas Display at State Fair 
Sets Pattern for Other Associations 





prizes offered to those selected from 
the audience in front who expressed 
their views on LP-Gas installations, 

More than 50 Colorado dealers 
participated in this promotion 
through the use of window posters 
and registration cards. Each member 
was permitted to send along any 
type of display or photograph de- 
sired for showing on the numerous 
bulletin boards and display tables 
throughout the 160-foot booth. In 
addition, the names and addresses of 
registrants for the prizes at the 
fair booth have provided a rich fund 
of new, immediate prospects for all 
dealers. Dealers were invited to 
register their own prospects, or will 
be furnished those from specific sec- 
tions of the state, according to H. H. 
Torbit, display chairman. 

All personnel for the big booth 
was provided by dealers and dis- 
tributors, who volunteered salesmen 
or executives for one or more days, 
to assist in telling the LP-Gas story 
to interested Coloradans. “This is 
one of the most important projects 
ever undertaken by any state associa- 
tion,” according to Marion Chelf, last 
year’s president of the association. 
“The fact that many other states 
have evinced interest in our booth 
presentation, and have asked for 
photographs or sketches to set up 
similar types of their own, indicates 
that its effectiveness is well ap- 
preciated. We are proud of the fact 
that booth display type of promotion 
for our industry as a whole orig- 


inated right here in our own associa-. 


tion, and has enjoyed tremendous 
support from all members.” 
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Don’t Underestimate . . . 
the Importance of your PLUMBER! 
rom 
ssed 
wd One LP-Gas Dealer now serves 800 
ol of the 1200 plumbers in his area. 
ters He finds that an average plumbing cus- 
rend tomer employs six master plumbers, 
working three trucks. Each truck carries 
any two cylinders (the six to twenty-lb. size) ; 
de- uses five furnaces for melting lead and 
ous as many as five melting torches. This is 
bles positive proof that LP-Gas Furnaces and 
In Torches are now standard equipment in 
3 of the plumbing industry. Many other crafts- 
the men depend on Butane and Propane for 
‘und fast, efficient heat. A few of these in- 
“all clude: Tinsmiths, Painters, Auto-body 
‘ Workers, Telephone Linemen, Pipeline 
will Crews, Jewelers, Etc. 
sec- 
i MUTUAL offers a complete line 
of LP-Gas Torches and Furnaces . . 
oth designed and engineered by men with 
dis- 9 2 ene ecially for more than fifteen years industry experi- 
men Facies * Compact, fight. ence. Every model has been field-tested 
weight. Will melt 8" pot of | and approved by workmen who use them. 
ays, lone i. 12 sone, Develops Other MUTUAL products include: Sheet 
tory es Metal Furnaces, Mobile 
3 is Furnaces; Heavy-Duty, 
ects Broad-Flame, Pointed- 
\cia- Flame, and High- 
last Speed Torches; Paint 
ion. ee and Scrapers, 
ates No. 5 Torch: Soldering Irons, Cylin- 
ooth ’ incieet ts pre-heating der Vise, Trailer Floor 
fot work. Used by plumbers Furnace, and Portable 
| = craftsmen for close Heaters. 
- up melting and heating 
ates jobs. Develops 2400 Deg. 
a é Write TODAY for our 
fact complete catalog. 
tion 
rig- WE 2 
fous LIGUID GAS EQUIPMENT CO., Inc. 
3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 
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Bremerton Housing Authority 
Converts Two Projects 


By EDWIN E. HAWLEY 


Chief Engineer, Gasair Associates, 
San Francisco 


RIOR to 1948 the Bremerton 

(Washington) Housing Authority 
relied on the local gas company to 
supply the fuel needs of their two 
projects located in the east and west 
sections of the city. Today, propane- 
air gas, richer in Btu’s and lower in 
cost per Mcf. than the manufactured 
gas previously used, is utilized by 
these two projects. 

The authority’s decision to seek a 
new source for fuel resulted from 
periodic gas supply failures caused 
by the clogging of the local gas com- 
pany’s high pressure mains. A pre- 
liminary survey indicated that it was 
financially impractical to replace the 
original gas mains. Further study as 
to the possibility of converting from 
gas to electricity indicated that the 
cost of such an undertaking would be 





prohibitive. Under the direction of 
O. F. Rankin, project manager, con- 
sideration was given to the advisa- 
bility of using LP-Gas. A cost study 
showed that such a project would be 
well within reason. 

In 1947 a contract amounting to 
$28,000 was let for the construction 
of a propane-air gas plant at the 
East Project. The plant consisted of 
one 17,000-gallon propane storage 
tank, a 575-cubic foot gas surge tank, 
two 10,000 cu. ft./hr. “Gasair” vapor- 
izer-mixer units, a Roots-Connersville 
gas meter and other miscellaneous 
equipment. The new plant supplied 
1000-Btu gas to the project, requir- 
ing the adjustment of orifices in gas 
ranges and the replacement of ori- 
fices on water heaters. It was also 


deemed advisable to equip all water | 


heaters with 100% shutoff valves of 
the “Baso” type. 

As a result of the economies and 
elimination of fuel failures which 
were immediately effected at the Fast 
Project, it was decided to erect a sin- 
ilar type plant at the West Fark 


This is the Westpark plant of gas-air system at Bremerton, Wash. 
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Project. In September, 1948, the con- 
struction contract was awarded to 
Gasair Associates, of San Francisco, 
for the sum of $42,000. 

This plant is comprised of two 25,- 
000 cu. ft./hr. Gasair machines, two 
17,000-gallon propane storage tanks, 
cne 1500 cubic foot gas surge tank, 
one Roots- Connersville gas meter 
ete. The West Park plant is now serv- 
ing 840 units. Consumption per unit, 
including water heating for 11 public 
laundries, amounts to 2745 cubic feet 
per month. 

The current price of propane deliv- 
ered to storage tanks at Bremerton 
is 17.5 cents per gallon. The Authori- 
ty has used 10.7 gallons per thousand 
cubie feet of 975 Btu gas, costing 
$1.87 for liquid propane, $.075 for 
plant and distribution labor, and $.075 
for materials and maintenance parts 
for the plant. The total cost per Mcf 
las been $2.02 compared to $2.14 per 
Mcf of 500 Btu manufactured gas 
previously purchased from the local 
gas company. 


The Price Situation 


It should be noted that the deliv- 
ered price of 17.5 cents per gallon 
for propane is generally considered 
to be excessive. However, due to ex- 
isting transportation circumstances, 
the fuel cost must necessarily be 
higher than normal, and substantially 
lower costs may prevail in other 
areas because of this factor. Recent 
decreases in the basic price of pro- 
pane will materially reduce the costs 
of gas production. 

According to K. C. Pounds, Prop- 
erty Control Officer for the Authori- 
ty, the two Bremerton LP-Gas air in- 
stallations have proven entirely sat- 
isfactory from every standpoint. One 
of the important factors which has 
contributed to the success of these 
installations is the fact that no elec- 
trie power, water or steam is re- 
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quired for the operation of the plants. 
The Gasair equipment utilizes the 
inherent pressure of operating power. 
With electrical outages occurring fre- 
quently, the need for costly standby 
electrical facilities is eliminated. 





CALENDAR 
1950 


Oct. 2-6— American Gas Assn. 
Convention. Atlantic City, N. J. 


Oct. 2-6—Gas Appliance Manufacturers 
Assn. Exhibition of Gas Appliances and 
Equipment. Atlantic City, N. J. 

Oct. 4-5—LPGA Board of Directors, Am- 
bassador Hotel. Atlantic City, N.J. 


Oct. 5-6—LPGA North Eastern and South 
Eastern Districts Joint Meeting. Am- 
bassador Hotel, Atlantic City, N. J. 


Oct. 8-14—Fire Prevention Week. 


Oct. 12-13—Virginia LP-Gas Assn. Cava- 
lier Hotel. Virginia Beach. 


Oct. 16-20—National 
Chicago, Ill. 

Oct. 27—Southern Regional Meeting, 
NGAA. Headquarters: Blackstone Hotel. 
Tyler, Texas. 

Oct. 28—Butane-Propane Institute of Louis- 
iana. Constitutional Amendment Meet- 
ing. Alexandria. 


Annaal 


Safety Congress. 


Nov. 6—Minnesota Petroleum Gas Assn. 
Annual Meeting. Minneapolis. 


Nov. 6-7——North Dakota LP-Gas Assn. 


Annual Convention. Clarence Parker 
Hotel. Minot. 
Nov. 9-11—California Natural Gasoline 


Assn. Ambassador Hotel, Los Angeles. 


1951 


Jan. 15—Arkansas Butane Dealers Assn. 

Mid-Year meeting. Little Rock. 

Feb.—Indiana LP-Gas Assn. Annual Meet- 
ing and Trade Show. 

Mar. 26-28—LP-Gas Service School. Uni- 
versity of Minnesota. Farm School. St. 
Paul. 

April 25-27—NGAA. Mayo Hotel. Tulsa, 
Okla. 

May 7-10—LPGA Annual Convention & 
Trade Show. Stevens Hotel. Chicago. 
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This paper, presented by Mr. 
Brenton and Mr. Perkins, both of 
the Bureau of Weights and Meas- 
ures, State of California, was 
originally read at the 35th national 
conference of weights and meas- 
ures, Washington, D. C., May 24. 
The paper, in its complete form, 
covers its subject in detail and 
will be repeated in Bakersfield, 
Calif., in October. Only limited ex- 
trdcts are quoted here to explain 
the differences in two prevailing 
methods of measurement.—Editor. 


LNT a few years ago, inspec- 

tions concerning the accuracy of 
“LP-Gas_ dispensing devices were 
sketchy and inaccurate in California. 
A few of the counties made laud- 
able attempts to inspect these de- 
vices, but a majority of county 
weights and measures officials left 
inspection services up to dealers and 
distributors. 

© 

It is an accepted fact that all me- 
chanical devices wear out sooner or 
later, and because LP-Gas is a dry 
fuel with practically no lubricating 
powers, it is not surprising that the 
wear on the meters used for the 
measurement of this commodity is 
much greater than would be the case 
if the same meters were being used 
in the measurement of diesel fuel or 
motor oil. 

@ 

If proper installation of LP-Gas 
measuring equipment is not followed, 
a meter may pass vapor and register 
it as liquid, cheating the buyer in 
about 65-1 ratio at 60 lbs. pressure, 


Weighing Ways to Measure LP-Gas 









or the meter may bypass a consider. 
able quantity of liquid, thus causing 
a loss to the seller. 
e 
In California, two methods for 
checking accuracy of equipment for 
butane and propane are in use, The 
county of Los Angeles uses the gravi- 
metric method (weight) and the state 
of California and three counties (Tu- 
lare, Kern, and Fresno) use the volu- 
metric (liquid volume) method. 





® 

In the State Bureau of Weights & 
Measures, we prefer the volumetric 
method because it parallels the deliv- 
ery of gas in an actual sale to a cus- 
tomer, 

This method of inspection discloses 
the errors of measurement due to 
rate of flow, leaky diaphragms, de- 
livery of liquid through vapor con- 
nections, faulty installations, dirty 
screens, and sticking meters. It is 
simple, fast, and does not require the 
extensive mathematical calculations 
that are necessary with the gravi- 
metric method. 

In addition, the equipment used in 
the volumetric method is more fool- 
proof and rugged, we believe, than 
that required for the gravimetric 
inspection method. 

For example, in using the gravi- 
metric method, a vapor return line is 
not used, although in actual commer- 
cial practice a vapor return line is 
often used; if the dispensing equip- 
ment is not in excellent condition, it 
is oftentimes impossible to fill the 
test vessel—meaning that the dis- 
pensing equipment gradually slows. 
down and finally stops (during which 
slowdown excessive slippage occurs 
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AN ADDED SERVICE 


BULK STORAGE TANKS, TRUCK TANKS, TRANSPORTS 
AND TANK TRUCKS 


With this convenient new service, you can carry out your plans for heavy 
equipment expansion TODAY rather than in the distant, unpredictable 
future. This is the logical, practical time to formulate your plans and . 
* with the aid of our truly complete financing service . . . to follow them 
_ through. Our added service provides a real opportunity for you to expand 
-NOW and enjoy the bigger sales volume that results. 


_ Hundreds of progressive dealers are already making the most of install- 

ment selling by using our financing service that covers retail installment 

_ financing of sales to gas consumers and the financing of a floor plan for 

_ inventories of appliances and containers purchased by the dealer for resale 
to customers, 


Ga 
LPG CREDIT CORPORATION 


312 EAST 13lsr STREET, CLEVELAND ,8, OHIO 


LPG Credit Corporation 
312 East 131st Street Cleveland 8, Ohio 
Gentlemen: Please send me complete details concerning the 
financing of: 
O Capital assets (tank trucks, etc.) 
CO Retail sales to gas consumers 
O Floor plan of appliances and containers for resale to 


; 
§ 
rf 





obtain, com 
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that would not be existent in normal 
delivery). This is especially true if 
the weather is warm and the product 
being tested is propane. 

We also prefer the volumetric 
method because we do not have to 
determine the specific gravity of each 
sample being measured; in fact, we 
needn’t consider the specific gravity 
of the product at all. 

We may also test installations re- 
gardless of whether a vapor return 
line is used; with the gravimetric 
method, a vapor return line is never 
used during weights and measures 
inspections. If an installation that 
does not have a vapor return line is 
being inspected by the volumetric 
method, it is only necessary to record 
the vapor pressure at the beginning 
and at the end of the filling, and to 
compute the vapor that has been 
compressed back into a liquid by dis- 
placement, and to allow for addition- 
al vapor compressed into the vapor 
space at the higher finishing pressure. 


Warren Pioneers 


With LP-Gas Barge 


THE FIRST barge designed solely 

for the transportation of liquefied 
petroleum gas on the Intercoastal 
Canal of the Gulf Coast and on in- 
land waterways is being constructed 
for Warren Petroleum Corp. of Tul- 
sa, Okla., at the shipyards of the 
Bethlehem Steel Co., Beaumont, 
Texas. 

At the same time a channel is be- 
ing dredged and barge docking facil- 
ities are being constructed at the 
Warren corporation’s large LP-Gas 
storage terminal on Blakeley Island 
at Mobile, Ala. Barge docking fa- 
cilities already are available at the 
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corporation’s LP-Gas_ terminal 
Norsworthy (Houston). dj 

The barge is expected to be com 
pleted and in service early in Nove 
ber, in time to augment materia 
the transportation of LP-Gas duri 
the coming winter’s peak demand pe 
riods to the rapidly expanding mat 
kets in the south and southeast being: 
supplied by Warren. The cargo ca 
pacity of the barge will be equivalent 
to approximately 35 tank car loads of) 
LP-Gas. ; 


New Tank Design Employed 


The barge will be equipped with 
six cargo carrying tanks of an entire: | 
ly new design for handling LP-Gas,” 
Instead of being round or cylindrical, 
each tank is being fabricated in a 
multicylinder design which will in 
crease materially the volume which | 
could be carried in the same space | 
if the conventional cylindrical’ type” 
tanks were used. The tanks are being 
fabricated by the Chicago Bridge & 
Iron Co., at its Birmingham, Ala, 
plant. The six barge tanks will have 
a combined water capacity of 360,000 
gallons. 

The barge will be 195 feet in length, 
with a width of 44 feet, and a depth 
of 10 feet and 6 inches. Each of the 
multicylinder tanks will be 71 feet, 
6 inches in length and approximately 
12 feet in overall width. 

Three of the tanks will be placed 
forward in the steel barge hull and 
three aft of an elevated walkway 
across the center of the barge. All 
controls will be accessible from the! 
walkway and all fittings and pipe] 
connections will be made into the tops” 
of the tanks. Loading and unloading 
lines also will be above the: level of 
the tanks. 


dng * 
a4 


The barge will have a draft of 6 Pe 
feet 2 inches when loaded with bu-| whie 
tane and a draft of 5 feet 9 inches} LP-G 
when carrying propane. . 

OCT 
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Fractionating column in Signal Oil & Gas 
Plant 11, Huntington Beach, Calif., from 
which butane and propane are taken off. 
LP-Gas storage tank shown at base of column 
and gasoline tanks (riveted) at sides. 
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Recovery Methods Give 
Dealers New Viewpoint 
A LARGE group of independent 

LP-Gas dealers from southern 
California and Mexico recently had 
the opportunity to take part in an in- 
spection trip through the oil fields 
and gasoline plant of the Signal Oil 
and Gas Co. near Huntington Beach 
and to witness the production of this 
fuel—from the well to finished prod- 
uct. 

Highlight of the tour was reached 
when the party was divided up ‘into 
small groups and conducted through 
Signal Oil and Gas Co.’s Plant No. 11 
which processes the wet gas produced 
from the leases that they had pre- 
viously visited. 

This plant with a rated capacity of 
150,000 gallons of natural gasoline 
per day is one of the most modern 
and up-to-date plants in the area. 
Sales of LP-Gas from this plant are 
currently over 7,000,000 gallons per 
year. 

Members of the group expressed 
amazement as they were made aware 
for the first time of the tremendous 
costs of building and operating equip- 
ment necessary to the manufacture of 
butane and propane. 

The visiting group was hosted by 
Signal Oil and Gas Co. representa- 
tives headed by R. W. Heath, vice 
president in charge of Signal’s gas 
department; J. B. Taylor, Jr.; J. Gor- 
don Allard, and other Signal repre- 
sentatives. 

Following the plant tour, the group 
was entertained at Corona del Mar 
for dinner and an informal get-to- 
gether -session to discuss their mu- 
tual problems. 
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Pacific Refiners Ltd., a new com- 
pany with headquarters in Honolulu, 
T. H., and an affiliate of Honolulu Gas 
Co., has announced plans for construc- 
tion of a new plant which will make 
and distribute butane and other prod- 
ucts in the island capital. The plant, 
which will refine crude oil brought to 
Honolulu in tankers, will end the for- 
mer practice of shipping in LP-Gas 
for distribution throughout the ter- 
ritory. 

Heavy California crude oil will com- 
prise the charging stock for Pacific 
Refiners’ plant, which will produce 
road oil and gas oil and other by- 


New Company Will Manufacture, 
Distribute LP-Gas in Hawaii 


products in addition to butane. Pacific 
Refiners will also step into the field 
of marketing gas appliances—thus its 
operation will encompass production 
of the LP-Gas and the sales of the 
appliances which will use it. Hereto- 
fore, electricity has been the popular 
fuel beyond the mains—in outlying 
Hawaiian communities—since LP-Gas, 
shipped in, in cylinders, has _ been 
priced above the competitive level, 
The new plant will revolutionize a 
long-standing Hawaiian practice, in 
that all of the items it is scheduled to 
produce have in the past been shipped 
from the U. S. West Coast as pack- 





These 1143-gross gal. butane skid tanks are being loaded aboard ship at Wilmington, 

Calif., for delivery at Honolulu, T. H. Constructed to exact specifications by the 

American Pipe & Steel Corp., Alhambra, Calif., they will be used for storage and 
transportation by Pacific Refiners, Ltd. 
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LEADERSHIP IN SALES ! 


Your Best Proof of 


GARLAND QUALITY 


When one line of commercial 
cooking equipment far outse 
all others, year after year, 
there are good. reasons! 
Always one reason is quality! 
It is Garland quality which 
enables Garland to out-per- 
form and out-economize the 
field. And Garland production, 
by far the largest in the indus- 
try,givesindisputable proofthat 
Garland out-values the field! 
It pays to push Garland! 
Sales leadership means 
greater profits for you! 
All Garland units ore available in stainless 
steel and equipped for use with manufac- 
tured, natural or L-P gases. 


























MODEL NO. 83 GARLAND RESTAURANT RANGE— 
Six open top burners, griddle, broiler and two 
ovens. Choice of top sections to give exact 
arrangement of open grate, hot top and grid- 
dle sections you need. Also three other basic 
restaurant range models; each with choice 
of top sections. 

‘crnartnne 


MODEL NO. 38 GARLAND DINETTE—Sensational 
value! Features include: large broiler, ample 
storage space, full size oven, four open top 
burners, large griddle, convenient drip pans. 
With or without. high shelf. Standard finish is 
BLACK PORCELAIN. available in 
stainless steel. 


GARLAND 227%, 


Heavy Duty Ranges + Restaurant Ranges + Dinette Ranges » Broilers + Deep Fat Fryers 
Toasters « Roasting Ovens + Griddles + Counter Griddles 


DETROIT-MICHIGAN STOVE CO. 


Sk, G8. PAT. OFv. Detroit 31, Michigan ¢ Fine Ranges Since 1864 
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aged items—under which system their 
cost was much greater. 

Fish Engineering Corp. of Houston, 
Texas, is to build the new plant, which 
will handle a daily charge of 3000 
bbls. of crude, Annual production 
of butane is scheduled to be between 
70,000 to 100,000 bbls. 

With an advance shipment of 25,000 
gals. of butane from California in 
large storage tanks, distribution of 
LP-Gas on an increased scale has be- 
gun in the Hawaiian Islands prior to 
the completion of refinery facilities, 
according to an annnouncement made 
by A. E. Englebright, vice president 
and general manager of Pacific Re- 
finers, Ltd. 

The tanks, which will arrive in 
several shipments from: Wilmington, 
Calif., are of two sizes and will hold 
573 and 1143 gross gallons. Used now 
for transporting bulk fuel from the 
mainland, the tanks will later be used 
for distribution of the fuel to users 
in rural areas. 

Designed and constructed specifi- 
cally for Pacific Refiners by Ameri- 
can Pipe & Steel Corp., Alhambra, 
Calif., each tank is built to ICC spe- 
cifications and was engineered to 
facilitate handling and to take up 
minimum space in transport. 

Jack Lane, president, and John Carl, 
head of the LP-Gas tank sales for 
American Pipe & Steel, made the trip 
to Honolulu to assist in the inaugura- 
tion of the new fuel service and in the 
installation of fuel handling equip- 
ment. 

Harold La Frentz, formerly of 
Cedar City, Utah, has been appointed 
distributor for the organization. 





SMOKELESS BROILING 


The clean, intense, controlled gas flame 
consumes the smoke. Nothing broils bet- 
ter than gas. The natural juices and flavor 
are sealed in. 
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Phillips Petroleum Founder, 
Frank Phillips, Died Aug. 23 


Frank Phillips, philanthropist, civic 
leader, oil industry pioneer, and 
founder of Phillips Petroleum (o, 
(Bartlesville, Okla.), died on Aug, 23, 
He was 77. 

Originally a banker—he organized 
the Citizens Bank & Trust Co. in Bar. 
tlesville—Mr. Phillips found his op. 
erations more and more concerned 
with the oil industry, until in 1917 he 
and his brother, L. E. Phillips, incor. 
porated Phillips Petroleum Co. From 
the original company organization, 
with 27 employes and assets totaling 
$3,000,000, the company has grow 
to its present stature of one of the 
largest independent oil companies in 
the world. Today it employs 17,000 
persons and its assets are listed at 
$625,000,000. 










Was President 17 Years 

Frank Phillips served as president 
of the company for 17 years, as chair- 
man of the board of directors until 
last year. In 1938, at Mr. Phillips’ 
request, his resignation as president 
was accepted and K. S. Adams, pres- 
ent head of the company, was elected 
president. 

Mr. Phillips was deeply interested 
in youth activities, and was a frequent | 
contributor to Boy Scouts of Amer: } 
ica, from which group he received the 
Silver Buffalo — scouting’s _ highest 
award. Other honors he received in- 
cluded admittance to the Oklahoma 
Hall of Fame, receipt of the French 
Chevalier of the Legion of Honor 
decoration, and the award of a dis- 
tinguished service citation from the 
University of Oklahoma. He was the 
only white man ever declared a chief 
of the Osage tribe—which honor came 
after years of amicable relationships 
during Phillips’ operations on Osage 
land. 
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1213 sOoOuTH AK ARD STREEY DALLAS 1, TEXAS 


Sanounces 


THE OPENING OF A 


~ MEMPHIS 
WAREHOUSE 


2545 SUMMER AVENUE 
MEMPHIS, TENNESSEE 


To give you faster and more efficient service, we are 
establishing complete warehouse facilities in Memphis 
where we will stock a full line of Fisher Regulators; 
Selwyn-Landers Valves, Fittings and Adapters; and 
Taylor Visible Gauges (for certain standard installations). 
Our usual prompt delivery on other sizes direct from the 
- factory. We will also stock many other dealer required 


items such as Copper Tubing, Flare Fittings, Tite-Seal, 


Globe Valves and Meters. 


We appreciate your business and with these 
xP added facilities we hope to serve you even 
better. Orders received at Dallas or Memphis 
will be shipped from the most applicable point. 





—_“a 
TAYLOR 
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New NBFU Bulletin Covers 
Relief Valve and Tank Design 


The National Board of Fire Under- 
writers has issued “Special Interest 
Bulletin No. 287” on liquefied petro- 
leum gas which covers “interpreta- 
tions of affected sections of pamphlets 
58 and 59, resulting from promulga- 
tion of 1950 edition of the ASME 
Code for Unfired Pressure Vessels.” 

It reads as follows: 

“Pending the adoption of a new 
edition of the NFPA-NBFU stand- 
ards on liquefied petroleum gas equip- 
ment which will make reference to 
the 1950 edition of the ASME Unfired 
Pressure Vessel Code, the National 
Board of Fire Underwriters recom- 
mends that the following tables based 
on the 1950 ASME Code be accepted 
as meeting the intent of the stand- 
ards in Pamphlet 58, Section B.9 (b), 
2.3(a), 3.1(a) and 4.2(a), and Pam- 
phlet 59, Sections 4(a) and 11 (b). 

“Container safety relief valve shall 
be set to start to discharge as fol- 
lows, with relation to the design 
working pressure of the container: 


Container 








Construction Minimum Maximum 
A.S.M.E. U-68, U-69 100 125 
A.S.M.E. U-200, U-201 90 100 
A.S.M.E. 1950 Edition 90 100 
A.P.I1,-A.S.M.E. 90 100 


“Storage containers shall be de. 
signed and classified as follows: 





Con- For Gas with Minimum Design 
tainer Vapor Press. Working Pressur 
Type Not to Exceed psig - 
Lb. per Sa. In. 4.S.M.E. ASME 
Gauge at 100°F.  y68, -U-200, 
U-69 U-201 
A.S.M.E. 
1950 
Edition 
API- 
A.S.ME. 
100 100 100 125 
125 125 125 156 
150 150 150 187 
175 175 175 219 
200 215 200 250 





“The foregoing interpretations will 
not lower the standards of safety as 
currently required.” 





Cash Prizes Offered 
In Safety Contest 


A packaged plan showing how to 
promote interest in safety through 
contests, with cash prizes paid by the 
National Safety Council, is offered 
= the Council’s 1951 calendar contest 
it. ; 

The kit contains a complete in- 
struction booklet, showing how to 
conduct safety contests in plants, 
monthly contest posters, streamers 
and contest bulletins for bulletin 
boards, reproduction proofs and mats 
of limerick contest cartoons, sample 
entry blank forms for contests, “spot” 
announcements for public address 
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systems or house organs, and copy 
for letters and announcements. 

Each monthly sheet of the calen- 
dar has a human interest color paint- 
ing and a limerick to be completed by 
contestants. The simple rules of the 
contest are printed on the back of the 
sheets. Practical suggestions for safe- 
ty are printed on the back of the 
sheets. 

The National Safety Council offers 
cash prizes each month of $100, $50 
and $25 and 30 prizes of $5 for the 
best last line of the current limerick. 

For information, write to the Na- 
tional Safety Council at 425 N. Mich- 
igan Ave., Chicago. 
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STRAIGHT-LINE MOVEMENT 
The shaft which operates the gas sup- 
ply and the temperature setting of the 
thermostat is built on a straight line 
which increases accuracy, assures quick 
and uniform response to temperature 
changes, makes possible extreme pre- 
cision on a production basis, reduces 
the amount of space required by the 
control and simplifies installation. 


Rob 


Take a Look at 


j0,999 


Thermostats 











MODEL BJ 


The Robertshaw- Fulton 
Control pictured above 

is a 1950 Model BJ Thermostat. 
But— it has behind it the exclusive 
Robertshaw “know-how,” gained by developing 
and producing more than 12,000,000 BJ Models 
now in service. 

Manufacturing experience based upon pro- 
duction in the multi-millions counts — when the 
requirements call for a sensitive, accurate instru- 
ment that must also be rugged for years of service. 

Out of the Robertshaw experience, un- 
matched within the industry, have come many fea-" 
tures which make for greater accuracy. 


In Home and Industry, EVERYTHING'S UNDER CONTROL 


“‘Kobertshaw-Fultow 


Controls Company — Greensburg, Pennsylvania 








OCTOBER — 1950 





Division, Y Grayson Controls Division, 


peste California * Fulton Sylphon Division, Knoxville, Tennessee * American omer 
Division, St. Lovis, Missouri * Division, Bridg 
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POWER 





JI@HOULD LP-Gas dealers go 

into the LP-Gas carburetor 
business as they went into domes- 
tic appliance sales? If so, what is 
involved in equipment, personnel, 
and expense?” Because many LP- 
Gas dealers are looking to the 
power fuel load to build additional 
volume and level off the seasonal 
sales curve, the general answer is 
“yes.” 

In some respects the problem is 
directly parallel to the familiar 
situation of selling appliances. 
Dealers generally sell appliances 
to increase gas sales as well as to 
realize the appliance profits. The 
most convenient and best way was 
to have a stock of gas appliances 
in stock, where the prospect could 
look them over without having his 
or her attention diverted to some- 
thing which would not use gas. 
Installation was not much of a 
problem. 

Now we come to carburetion, 
which may offer an even larger 
market than doriestic uses for 
LP-Gas. Competition is not on the 
same basis as in the appliance 
field. The gasoline companies are 
not selling carburetors or engines 
in order to create the demand for 
gasoline. The gasoline carburetor 
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Should Gas Dealers “Sell Power ? 





By CARL ABELL 


firms are not supplying gasoline 
contracts to get people to buy their 
carburetors. There is no direct con 
nection anywhere between the sale 
of gasoline and the sale of gasoline 
carburetors. That is what is know 
as a vulnerable situation. It keeps 
the job of selling LP-Gas carbure 
tion from becoming quite so hard. 
There was a much tougher com- 
petitive situation in domestic ap 
pliances, and as an industry deal- 
ers did all right. 

The big gasoline carburetor 
manufacturers not only dominate 
the “original equipment” business 
—they also blanket the country 
with organizations which distrib- 
ute replacement carburetors, ser’: 
ice parts, and service training. 

LP-Gas carburetion has not yet 
grown to that very desirable state. 
It is still an industrial infant. 
There are those who will benefit, 
and those who will suffer, from its 
growth to mature stature. LP-Gas 
dealers will obviously be the chief 
beneficiaries. They have more 
reason to sell it than anyone else. 
Those who supply and install LP- 
Gas carburetors and other neces 
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sary conversion equipment will 
make an attractive profit —. the 
complete conversion job brings 
from six to 10 times the price of a 
replacement carburetor or over- 
haul job for a gasoline carburetor. 
That is nice business for anyone 
who can get it. 

The gasoline carburetor manu- 
facturers will do everything in 
their power to protect their inter- 
ests wherever they can make their 
work effective. They will try to 
keep their carburetors on, and LP- 
Gas carburetors off, as original 
equipment for engines. They will 
utilize their distributing organiza- 
tions and service training facilities 
for spreading propaganda. 


Dealers Can Hold the Field 


This is the only serious opposi- 
tion one need expect at present. 
Normal human inertia should keep 
the “in between” segments of the 
industry from doing anything ef- 
fective for a long time. They do 
not have a great deal at stake. If 
LP-Gas dealers will just get in 
and pitch, they can have this busi- 
ness over the hump before the 
going begins to get tough. 

Which brings us back to the 
original question, “should you go 
into the LP-Gas carburetion busi- 
ness as you did into the domestic 
appliance business?” 

There isn’t any doubt that deal- 
ers should make the best possible 
arrangements to sell LP-Gas carbu- 
retion. Whether they should carry 
the stock and make the installa- 
tions is another question. The in- 
stallation is not as simple as is the 
case of domestic appliances. For 
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CARL ABELL 





the present, most LP-Gas carbu- 
retor installations will go on en- 
gines which have been in use for 
some time. Their condition will 
range all the way from perfect to 
very bad. 

It should be remembered that 
LP-Gas does not have the miracu- 
lous power to heal and revitalize a 
worn-out engine; no engine should 
be converted unless and until it is 
in condition to give a long period 
of satisfactory operation. If any- 
thing goes wrong with a converted 
engine, the owner’s first suspicion 
will always be that the fuel is at 
fault. He should experience satis- 
factory operation long enough to 
know tnat the fuel is all right. 
Valves or rings should not be in 
bad condition at the outset, nor 
bearings ready to fall out. 

Many engines are basically in 
good condition, except that the 
ignition system is giving trouble, 
or is on the verge of failing. A 
good electrical tune-up is needed 
to insure satisfactory operation 
for the next season. It should be 
done at the time of the conversion. 
A good many engines have low 
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kL a scaiaal 


SELL Cyclones ... 
for Liquid or Vapor 
TRACTOR Conversions 
This is the ''Sell-Season'’ for tractor 
conversions. Start NOW to build your 
fuel load . . . and remember Cyclone 


LP-Gas Carburetion Units can be used 
either as liquid or vapor systems. 


CYCLONE EQUIPMENT CORP. 


10600 Prairie Ave., Inglewood, Calif. 














FOR BETTER 


CONVERSIONS 
(TO L-P 
GAS) 








Make every conversion a better in- 


stallation by using an Ellis Manifold 
designed especially for LP-Gas. Your 
customers will find they get more 
power and mileage . . . and you will 
get more customers. 

Ellis “Bu-Power”’ Manifolds have been 


tested and proven by hundreds of suc- 
cessful installations. 


ELLIS MANIFOLD CO. 


1708 S. Soto St., Los Angeles 23, Calif. 
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compression ratios, and these need 
to be raised to give better per- 
formance and reduced fuel con- 
sumption. 

From the above considerations 
can be established the basic quali- 
fications of the man who should 
make your carburetor installations, 
He should know engines thorough- 
ly so he can accurately diagnose 
their condition, and perform any 
reconditioning operations which 
may be necessary. He should be 
fully conversant with ignition 
testing and servicing. He needs to 
know what is involved in fitting 
compression ratios to fuels. 


How to Use Mechanic 


Since personnel is the key to 
successful LP-Gas conversions, it 
is essential to have an operation 
large enough to keep such a me- 
chanic going on a full time basis, 
or, in a smaller business, such a 
mechanic may be doing other 
work, and part of his time could 
be made available for conversions. 

The alternative is to team up 
with some local shop which is 
equipped and staffed to do the 
work. An _ independent garage 
which already has a large clientele 
of truck and tractor operators is 
generally the best bet, because it 
is in position to get new gas cus- 
tomers for the dealer in return for 
the new service customers which 
are brought to them. The shop 
should have the agencies for the 
carburetors, tanks, etc., which will 


provide them with enough profit | 


to make the job really interesting. 
That also, will make it unnecessary 
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to carry a stock of carburetors, 
tanks, and parts. 

The above arrangement is rec- 
ommended for most LP-Gas deal- 
ers. The closeness of the affiliation, 
of course, depends on the circum- 
stances of each case, from a mere 
working understanding to financial 
ownership. Some service shops 


the installations for a number of 
gas dealers in the surrounding 
area. 

If a dealer decides to enter the 
LP-Gas carburetion business, there 
are two general plans which 
should be considered. There is the 
one requiring the smallest invest- 
ment and equipment, and the sec- 
ond is a fully equipped garage. 
The success of either depends upon 
having the right personnel. 


Can Farm Out Heavy Jobs 


The first plan contemplates hav- 
ing a good mechanic on the prem- 
ises who diagnoses the engines, 
makes: installations, and performs 
the final tune-ups. The heavy work 
goes out to other shops having 
proper facilities and personnel. 
With this plan, the mechanic needs 
his full complement of hand tools, 
and a limited number of test in- 
struments — not nearly the space 
and equipment required for the 
full scale garage operation, 

Diagnostic equipment which 
will be most useful for the first 
type of operation consists of a 
vacuum gauge, compression gauge, 
AVR set (ammeter, voltmeter, re- 
sistance), and a coil and condenser 
tester. Distributors and magnetos 
will require testing and recondi- 
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working on this basis take care of © 

































MODEL-M ADAPTOR 
CARBURETOR gO 


— 


CH" ELECTRIC FUEL 
oo" SHUT-OFF VALVE 


be With The New 
Roadmaster 
L.P.G. REGULATOR 


Built for All Internal 
Combustion Engines 


Here is Power, Economy and 
Performance never before at- 
tained in L.P.G. Carburetion. 
Expertly designed and per- 








Roadmaster PRODUCTS CO. 


Roadmaster Products are All Ways Dependable 


formance proved. These Road- 
master products will build 
lasting good-will by giving 
your customers long years of 
trouble-free service. 


Write Today 
For Complete Details 


















3350 San Fernando Roud 
Los Angeles 65, California 
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TAXIS... 
Call for DIX! 


More and more taxi 
companies are equip- 
ping their fleets with 
DIX simplified, LP-Gas 


Carburetors. 


Dix Manufacturing Co. 


3447 E, Pico Blvd., Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 











Wtove Power 10 YOUR °. 
L-P CONVERSION SALES « ° 





THE ee a HI-COMPRESSION SYS- 
TEM perfect tie-in for L-P conversion sales. 
Only ‘thru ‘higher compression can customers get 
full advantage of L-P power and economy. Easily 
installed . no changing original parts. Steps up 
power almost a full gear. Available for John Deere, 
Allis Chalmers and Farmall tractors. Cold type mani- 
folds available. ba _ for facts, prices and 
dealer discounts-——F R 


A Product of " li th, 


Hi- oleae Products Co. 


Box 470 Washington, lowa 
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tioning, but the equipment for 
working on these units is e. 
pensive. Unless the volume of work 
is high, it is more economical to 
take the units to a service shop 
specializing in that kind of work 
For final adjustments after instal- 
lation, an air-fuel-ratio analyzer 
and a timing light will be very 
useful. 

Some operators get along with. 
out one or more of the above ip- 
struments, but they are taking 
chances which easily could be 
avoided with the complete line of 
testing equipment. Two or three 
cases of preventable trouble might 
represent the cost of all the rec- 
ommended equipment. 





What Garage Setup Means 


For the garage operation, the 
recommendation is, of course, a 
full scale garage setup. Since 
work will he principally on trac 
tors and trucks, plenty of space 
will be needed, as well as complete 
equipment for engine overhauling 
and general service work. It is a 
big undertaking and should not be 
gone into without having an ex- 
perienced man available for man- 
agement. 

An 
connection with the carburetor 
situation will be the attitude of the 
manufacturers and agencies of 
trucks and tractors. In some cases 
this is very favorable. The atti- 
tude of other tractor manufac 
turers range from neutrality to 
outright opposition. One should 
visit the agencies in his territory 
and find out what aid or opposi- 
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Santa Fe ‘‘Custom-Built”’ 


2 


Santa Fe "Custom-Built" 
LP-Gas Tanks are available 
for any Tractor or Truck 
requirement. Designed for 


TRUCK TANKS 


Twin or single barrel—Light fast, simple and Inexpensive ie and 
= ae * = installation. any stock models available, 
weight Low in cost—Full including brackets—others fabricated to speci- 
or semi streamlined —ASME fications. Licensed and bonded in states where 
required. Tanks comply with N.B.F.U. require- 
U69. ments. U. L. approved valves—excess fiow 
, protection. Highest standards of engineering, 

Built to Your materials, and workmanship. 
Specification and Size Write for specifications and counsel. 


BAGWELL-GENERAL Engineering & 
STEEL CO., INC. Santa Fe Equipment Co. 


Box 391 © Sapulpa, Okla. 3814 Fruitland Ave. * Maywood, Calif. 




































ONLY LPG VAPOR OR 
LIQUID SPUD IN 
CONVERSION 


... with Economizer 
automatically providing a lean, 
economical mixture for medi- 

um loads and rich, power- 
ful mixture for 
heavy loads. 


Write for Descriptive Literature 


J.& S. CARBURETOR CO. 


2634 N. BECKLEY DALLAS, TEXAS 
L. P. Gas Conversions Since 1934 
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tion can be expected from each. 

Ordinarily, it will pay to have 
the agencies which are willing to 
cooperate do the conversion work 
on their own models. Those who 
are opposed should be reminded 
of conversions to be made on their 
makes of tractors, and under the 
circumstances the work will have 
to be taken elsewhere. 

The attitude of the manufac- 
turers of big trucks is uniformly 
favorable. There are almost 
always high altitude pistons or 
heads available for these engines, 
and they make most satisfactory 
high compression conversions. 
Most farm trucks are in the 
smaller group, manufactured by 
the large passenger car producers. 
These manufacturers as a rule do 
not supply high compression 
equipment, as they seem to feel 
that their passenger car engines 
are already high enough in com- 
pression for all practical purposes. 
While they do not openly approve 
altering the original compression 
ratios, they are quite accustomed 
to seeing it done. There is an ex- 
tensive independent production of 
high compression conversion units 
for some of these models. 

Passenger car conversions will 
be fairly infrequent until service 
stations handling LP-Gas are far 
more common than at present. 
There will be no help from their 
manufacturers, as they all have a 
predominant interest in standard- 
ization, and agencies which will 
engage in off-standard installations 
of this magnitude are almost un- 
heard-of. If asked to convert any 
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passenger cars, it will pay to 
check with the agencies for high 
compression equipment, which is 
available for several models. 

Well versed authorities agree 
that a large percentage of 1P-Gas 
dealers should sell LP-Gas con 
versions, especially those serving 
farming areas. AS a means of 
demonstrating its practicability, a 
dealer should be using LP-Gas in 
all delivery equipment, and in any 
business cars operated. Arrange 
ments should be made for making 
the installations, either in inde 
pendent garages, tractor and truck 
agencies, or in the dealer’s shop. 
Thus dealers will add to their 
profits through the sale of equ'p- 
ment, making conversions and per- 
forming service in addition to 
adding large potentials to total 
fuel sales. 









Conversion Kits Simplify 
Field Installations 


NCREASED interest in the use of 
LP-Gas as a tractor fuel has re- 
sulted in the production by the Farn- 
er’s Union Central Exchange, St. 
Paul, of a factory equipped version 
of the Model 3 Co-Op tractor burn- 
ing LP-Gas. Engineering of the fuel 
system for this tractor was done un- 
der the direction of Tom Clark, field 
service engineer for the Century Gas 
Equipment Co., Los Angeles, sup- 
pliers of the carburetion equipment. 

In order to facilitate the conver- 
sion of their previously produced 
tractors in the field, this same com- 
pany is supplying a conversion kit 
which includes everything necessary 
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to make a field duplication of the 
factory installation—carburetor, regu- 
lator, filter, tank, 7.1:1 compression 
ratio head, cold manifold, and all 
brackets, tubes, fittings, and inciden- 
tals necessary to complete the job. 
It is in making up the latter odds 
and ends that the labor cost of con- 
versions generally runs up. The use 
of the factory produced kits resu'ts 
in an important saving in installa- 
tion time. 

For proper guidance of mechanics 
heretofore unfamiliar with the con- 
version methods, a 20-page, profuse- 
ly illustrated booklet is supplied, 
which gives complete instructions for 
installation, operation, and servicing, 
together with an illustrated parts list. 

Reports coming back from farmers 
using the LP-Gas burning tractors 
have been so favorable that a similar 
Century conversion is being offered 
for the smaller tractor put out by 
Farmer’s Union. 

Conversion — kits 


are available 


throughout Minnesota, North Dako- 
Montana, 


ta, South Dakota, and 
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Factory-built farm tractor, showing the carburetion equipment of 
Century Gas & Equipment Co. 








LP-Gas 
dealers handling Century carburetors 


Wyoming. In many cases 
are making the conversions, using 
the complete kits to save time and 
cost. 


Displays at Gulf Coast States 
Fairs Boost Gas for Tractors 


The General Gas Corp., butane-pro- 
pene dealer in Louisiana and Missis- 
sippi, last month launched an educa- 
tional program for the farmers and 
future farmers, on the “Hows” and 
“Whys” of tractor conversion to lique- 
fied petroleum gas. This program, in 
the form of a colorful, graphic dis- 
play, was shown during the major 
fairs, farm and festival exhibits and 
4-H and “Future Farmers” meetings 
in the Gulf Coast states. 

The farmer had been hearing about 
converting his tractor and implements 
to LP-Gas operation but he was get- 
ting little or no facts and figures. He 
wanted to know “How” the conver- 
sion is made, “What” parts are need- 
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ed, the possible results under compa- 
rable conditions and, of course, the 
cost for the conversion and operation. 
To answer these questions and answer 
them in a way that would not only 
do the selling job, but a!so the educa- 
tional job for future farming was 
General Gas’ objective. 

Backing the plan was I. W. Patter- 
son, vice president and general sales 
manager; Wharton LeBlanc, chief en- 
gineer, and Max Fetty, sales promo- 
tion manager. Discussion brought forth 
the construction of an 8’ x 12’ display. 
The center panel is the picture of a 
tractor, drawn to scale. To this de- 
tailed drawing was attached a fuel 
tank, a hand carved manifold, filter, 
vaporizer and carburetor. The two 
side panels (8’ x 4’) are painted in 
a colorful farm scene, depicting the 
general terrain and conditions famil- 
iar to the Louisiana and Mississippi 





rural areas. To these side panels, and 
to further explain the wide variety of 
LP-Gas uses, a series of pictures was 
attached. Pictures are of conver- 
sions on rice farms, cotton planta- 
tions, sugar cane fields and general 
farming. These conversions range in 
size from the 1--and 2-tractor farms 
to the 22-tractor, three hoist engines 
and domestic conversions of the large 
plantations in southwestern Louisiana 
and northeastern Mississippi. 

The General Gas Corp., with their 
branches, coordinated the presenta- 
tion of this display in their immediate 
areas. The branch managers, sales- 
men and engineers were on hand to 
explain, in detail, the conversion to 
LP-Gas, to answer questions, help in 
every way possible to give the farmer 
a clearer picture and give him some- 
thing to think about now and in the 
future. 





This display, prepared by General Gas Corp., was shown at many Louisiana and 
Mississippi fairs to spread information on farm operations with LP-Gas-powered 
tractors. 
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SINCLAIR LP-GASES 
oo Se 


It's the “stowaway” that rides in every shipment of SINCLAIR LP-Gases 
















from the refinery to the consumer. Packed into SINCLAIR LP-Gases is a 
Hidden Ingredient composed of important things like INTEGRITY, REPU- 
TATION, RESPONSIBILITY, PERFORMANCE, and REAL SERVICE. 


That is why consumers call for Sinclair LP-Gases. They know they get 
products of the highest heating value, expertly refined, with all moisture 
and impurities removed. 


74 Great Name in Of 


SINCLAIR OIL & GAS COMPANY 
BLIQUEFIED PETROLEUM GAS DIVISION © SINCLAIR BUILDING, TULSA, OKLA. 








OCTOBER — 1950 109 








LP-Gas 
Filling 
Station 
Directory 





Owners of: LP-Gas filling stations all 
over the United States, Canada, and Mex- 
ico are urged to send information con- 
cerning their locations and services to 
BUTANE-PROPANE News, 198 S, Alvarado 
St., Los Angeles 4, Cali. 

These names will be compiled later in 
book form and distributed to trucking 
firms and individuals who wish to patron- 
ize such filling stations. There is no 
charge for such listings. 

Information furnished should include 
station name, street address or highway 
number, nearest town, owner’s name, and 
kind of services offered. 


ALABAMA 

Dothan 

Southern Liquid Gas Co. 

508 - 8rd Ave. 

Open 24 hrs. 

Conversions; services. 
Gadsden 

American Gas Corp. 

Forrest Ave.; Hwy. 241. 
Selma 

Superior Gas & Appl. Co. 

Hwy. 80, West. 

Night phone: 2391-W. 

Conversions; service. 

William H. Shultz. 
Snowdoun 

Capital Liquid Gas Co. Ine. 


State Hwy. 9, 9 mi. S. Montgomery. 


W. J. Gordy, Jr. 


ARIZONA 
Casa Grande 
Fannin’s Gas & Equip. Co. 
611 E. Main (E. of town). 
Conversions; service. 
J. B. Brown, Mgr. 
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Flagstaff 
Northern Arizona Gas Service, 
Phoenix Ave. & Sitgreaves St. 

Holbrook 
Schuster Gas & Equip. Co. 
101 N. Central Ave. 

Kingman 
Mohave Butane Gas Service 
6th & Front Sts. (Hwy. 66) 
Conversions; service. 

Parker 
Fannin’s Gas & Equip.Co. 

E. of town on Main St. 
Troy Blanton, mgr. 





ARKANSAS 
Batesville 
High-View Inn Service Sta. 
1 mi. S. Batesville, Hwys. 11 & %. 
Conversions; service. 


White River Distributors Inc. 
Lower Main St. 
Conversions; service. 
Phone: 570 & 1246. 
Preston Grace. 
Calico Rock 
White River Distributors Inc. 
Conversions; service. 
Phone: 66. 
Fayetteville 
Cy Carney Appliance Co. 
2 E. Center St. 
Conversions. 
Cy Carney. 
Newport 
White River Distributors Inc. 
1 mi. N. of Newport, Hwy. 67. 
Conversions; service. 
Phone: 534. 


CALIFORNIA 
Bishop 
Mountain Liquid Gas & Appl. Co. 
Hwy. 395. 
Service. 
Emeryville 
Ransome Co. 
4030 Hollis St. 
Open 24 hrs. 
Conversions; service. 
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Handy, ste ae 
GAS RANGE with new fulleision note, 


features to work for you! 

















Your customers see more for their money when _ : 
you sell O'Keefe & Merritt Gas Ranges. : KOOL-KONTROL PANEL 
Distinctive styling... worksaving design... ivan e anne 
more of everything she wants for care- ; 
free cooking! In fact, nine chances 
out of ten, she will ask specifically 
to see O’Keefe & Merritt’s widely 
advertised, exclusive features. 
The wonderful Grillevator 
Broiler—stepsaving Vanishing 
Shelf-Cover that covers the 

range top when cooking’s done 
—the patented Kool-Kontrol 
Panel—for these are the 
“talked-about” extras that 

women have long associated 

. with the name of O’Keefe & 
Merritt. Sell O’Keefe & Merritt 
Gas Ranges—and you sell 

the preferred choice! 





O'KEEFE & MERRITT CO. 3700 E. Olympic Blivd., Los Angeles 23, Calif. 
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Merced 
99 Gas Co. 
4 - 16th St. 
Conversions; service. 
R. W. DeMartin. 

San Luis Obispo 
San Luis Truck Service. 
Hwy. 101. 
Conversions; service. 
M. E. Pimentel. 

Tracy 
Foster’s Truck Service 
Hwy. 50 & Chrisman Rd. 
Open 24 hrs. 
Frank W. Foster. 


COLORADO 

Denver 

Red Dot L-P Gas Co. 

3801 E. 56th Ave., 1 blk. W. 

Hwy. 6 & 85. 

F. S. Clem. 
Fort Morgan 

H. J. Williams Co. 


Hwy. 6, 34; 510 Platte Ave. 


Conversions; service. 
H. J. Williams. 


GEORGIA 
Atlanta 
Southern Gas Corp. 
1039 Boulevard, S.E. 
Conversions; service. 


IDAHO 
Nampa 
American Propane Co. 
104 2nd St. So. 
Conversions; service. 
Night phone: 1516 NW. 
O. M. Cox, mgr. 


Knu-Gas 
110 - 2nd St. So. 
Conversions; service. 
C. N. Knudsen. 

Pocatello 
Northwest Butane Gas Inc. 
395 Yellowstone Hwy. 
Night phone: 1260-W. 
Service. 
L. J. Thatcher. 
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ILLINOIS 
Waverly 
Thriftane Gas Co. 
137 Pearl St. 
E. A. Ritter, mgr. 


INDIANA 
Evansville 
Acme Gas Inc. 
1179 Diamond Ave., 2 blks. W. 
Hwy. 41. 


IOWA 
Oskaloosa 
Allied Gas & Fuel Co. 
Hwy. 68, across from airport. 
Night phone: 2160. 
Thomas E. Steward. 
Pulaski 
Augspurger Gas Service 
G. W. Augspurger. 
Quimby 
Simonsen Mill-Rendering Plant 
1 mi. W. of Quimby. 
Open 24 hrs. 


Simonsen Propane Service 
1 blk. E. of post office. 
Open 24 hrs.; Phone 63. 
C. E. Coleman, mgr. 


KANSAS 
Deerfield 
Deerfield Petroleum Inc. 
Hwy. 50, 1 mi. W. of town. 
Open 24 hrs. 
Liberal 
54 Gulf Service 
Hettic Gas Co. (owner). 
Hwy. 54, 1 blk. from Hwy. 83. 
Conversions; service. 
Stafford 
B. I. Whitlock Butane Co. 
Hwy. 50-S. 
Conversions; service. 
B. I. Whitlock. 


KENTUCKY 
Ludlow 
Rural Natural Gas Co. 
4 Highway Ave. State 20. 
John S. Bolan. 
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Walton 
DeMoisey Gas Co. 
Hwy. 24 & 16, N. of Walton. 
F, M. DeMoisey, owner. 
Warsaw 
Webb Gas & Appliance Co. 
Conversions. 
Melvin E. Gayer. 
LOUISIANA 
Shreveport 
Red River Butane Co. 
Hwy. 80. 
Open 24 hrs. 
Conversions; service. 
C. C. Hawkins, owner. 
MINNESOTA 
Lewiston 
Minnesota Butane & Equip. Co. 
Hwy. 14; East edge of town. 
Phone 76. 
V. A. Bohr. 
MISSOURI 
Kirkwood 
Kirkwood Propane Gas Service 
Hwys. 66, 61, 67; 1200 S. Kirkwood 
Rd., 2 blks. S. city limits. 
P. M. Perkinson, mgr. 
MONTANA 
Great Falls 
Geo. Steele & Co. 
807 - 3rd St. NW. 
Conversions; service. 
Kalispell 
Propane Co. 
3rd Ave. E, N. 
Conversions; service. 
P. C. Bird. 
Missoula 
Propane Co. 
500 N. 2nd E. 
Conversions; services. 
NEVADA 
Ely 
Junction Service Station 
City Gas & Appl. Co. (owner). 
Open 24 hrs. 
Conversions; service. 
NORTH CAROLINA 
Kenly 
Blue Flame Gas Co. 
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Hwy. 301, 2 mi. S. of town. 
Night phone: 2061 or 3201. 


J. G. Blow. 
NORTH DAKOTA 
Dickinson 
Dickinson Flamo Gas Co. 
Hwy. 10. 


Conversions; service. 
Ernest Braun. 


OHIO 
Ripley 
Ripley Gas Service 
Crossroads, Hwy. 62 & 74. 
Dorothy Meranda, mgr. 


OKLAHOMA 

Elk City 

Howard’s Butane-Propane Co. 

East 66 Hwy. 

Open 24 hrs. 

Phone: 12. 

Conversions; service. 

J. D. Howard. 
Stillwater 

Central Butane, Inc. 

1 mi. S. of city on Hwy. 

Conversions. 

W. H. Cleverdon. 


OREGON 

Bend 

Oregon Hydro-Gas Co. 

1st & Irving St. 

Conversions; service. 

Night phone: 48J or 32F11. 
Clarkdale 

Verde Valley Butane Co. 

Hwy. 89A. 

Conversions; service. 
Gold Beach 

Gold Beach Modern Gas 

Hwy. 101. 

Hubert T. Shields. 


SOUTH CAROLINA 
Marion 
Green’s Fuel of Marion 
605 N. Main St. 
J. B. Coleman. 





SOUTH DAKOTA 
Aberdeen 
Kettering Truck Service 
Hwy. 27, 1 mi. S. of town. , 
Conversions; service. 
Night phone: 3669. 
C. Kettering, mgr. 
Parkston 
Parkston Co-op. Assn. 
G. J. Schladweiler, mgr. 
Rapid City 
Hills Gas & Appliance Co. 
7th & Philadelphia St. 
Phone: 3550. 
George Parsons, mgr. 
TENNESSEE 
Lebanon 
70 Service Station 
Lea’s Butane Gas Co. (owner). 
Hwy. 70; 1 mi. E. of city. 
Harry Lea, owner. 
Millington 
Shelby County Bottle Gas Co. 
Hwy. 51 at Navy Rd. 
14 mi. N. of Memphis. 
Samuel D. Houston, mgr. 
TEXAS 
Cameron 
Central Butane Co. 
1004 N. Travis; Hwy. 77 & 36. 
R. W. Wells, mgr. 


Hudson’s Truck Service 
Hwys. 77 & 36; 1 mi. N. of city. 
Dallas 
Delcambre Bros. Butane Gas Sales 
10520 Hines Blvd. 
A. L. Delcambre, mgr. 
Decatur 
Warren Butane Co. 
S. Hwy. 24; Fed. Hwy. 181 & 287. 
Wise county. 
Phone: 2621. 
Junction 
Borden Co. 
301 E. Main, Hwy. 290 & 83. 
E. M. Borden. 
Rockdale 
Phillips 66 Station. 
Hwy. 79 at railroad. 
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Tornillo 
Valley Butane Co. 
Hwy. 80, 85 mi. E. of El Paso 
24-hr. service 
A. R. Sanders, Jr. 
VIRGINIA 
Richmond 
Bottled Gas Corp. of Va. 
1701 Brook Rd., 2 blks. E. of Hwy.1 
E. O. N. Williams. 
WASHINGTON 
Anacortes 
Fidalgo Gas & Electric Co. 
2420 Commercial Ave.; Hwy. 1. 
Raymond V. Galyean. 
Port Angeles 
Elliott Propane Gas 
709 Marine Dr., 7 blks. W. of 
city center off Hwy. 101. 
William J. Elliott. 
WISCONSIN 
Antigo 
City Gas Co. Gas Plant 
1 blk. W. Hwy. 45, S. of city; 
126 S. Clermont St. 
Dale L. Madeson. 
West Sturgeon Bay 
Betts Propane Service 
Nautical Dr. 
Conversions; service. 
Al Betts. 


Power News 


Detroit is one of the most recent 
cities to test the use of propane in its 
street railway system which operates 
the local buses. 

These buses operate over 200,000 
miles per day and at the current price 
of propane would save $5000 daily 
by converting existing equipment. 

@ 

Fort Wayne, Ind., has joined other 
American cities in installing propane 
buses on its streets. They will he 


Twin Coaches and will be operated by 
Fort Wayne Transit, Inc. 
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@ DOMESTIC TANKS 

; @ STORAGE TANKS 
; @ FUEL TANKS 
@ TRUCK TANKS 
: Even though materials have been hard to get — we want 

you to know that McNamar is still in business, and we do 

our very best to take care of your requirements. 
r 
: McNamar Boiler & Tank Co. 





PLANT NO. 1 — BOX 868, TULSA, OKLA. © PLANT NO.2 — BOX 206, E. ST. LOUIS, Itt. 
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Flame Symbol 
Builds Friendship: 


[t pays to be known as a friendly 
LP-Gas dealer. 

Just ask T. M. Feely, of Indianap- 
olis. 

Mr. Feely, 
owner of Indian- 
apolis Bottled 
Gas Co. and 
president of the 
Indiana LPGA, 
is thoroughly sold 
on the value of 
good customer 
relations. 

For some time, 
he has.seen the 
need for an ad- 
vertising charac- 
ter to symbolize 
the friendly gas service rendered by 
his firm ... a character that could 
be used in every form of promotion 
as his own personal trade mark. 

Early this year, Mr. Feely adopted 
and introduced “Handy Flame” as 
the friendly spokesman for his com- 
pnay. Since that time, he has used 
the character whenever possible to 
give his advertising and sales pro- 
motion a friendlier, more personal 
touch. 

Recently the firm moved to larger 
quarters at 612 Virginia Ave., a mile 
from downtown Indianapolis. To no- 
tify customers of the move, cards 
were mailed out bearing the figure 
and a message from Handy Flame. 
Handy told about the move, gave the 
new address and phone number, and 
asked customers to look for the 
friendly blue Handy Flame sign out- 
side the new store. 

Customers found the new location 








easy to spot—thanks to a large eol- 
orful two-faced neon sign in blue, 
red and orange. The Handy Flame 
figure, in light blue neon, points to 
the firm name. 

To attract passersby on busy Vir- 
ginia Ave., Mr. Feely keeps the sign 
and appliance display room lighted 
at night. On Indianapolis Bottled 
Gas delivery notices, Handy tells cus- 
tomers, “We'll be out to check your 
supply of GAS next week.” After 
establishing a friendly atmosphere, 
Handy goes on to explain, “If it is 
necessary to replenish your supply, 
kindly pay our deliveryman the net 
amount shown on the delivery re- 
ceipt. To save you money, all de- 
liveries are on a cash basis, payable 
when gas is delivered,” 

On overdue accounts, the company 
sends a special statement on which 
Handy Flame is shown tipping his 
hat and greeting the customer with, 
“Say, boss, you forgot my pay.” Mr. 
Feely points out that few customers 
can take offense at such a friendly 
approach. 

As a follow-through, Indianapolis 
Bottled Gas also uses the Handy 
Flame figure on its customer bills, 
letterheads, business cards, cylinders, 
and in newspaper and telephone di- 
rectory advertising. 

Appliances on the sales floor all 
have price tags carrying an illustra- 
tion of the same symbol. 

Favorite give-away used by the 
firm is a pot holder with a sales 
message on gas cooking. 

The overall effect of this type of 
promotion, according to Mr. Feely, 
is that Handy Flame helps put his 
customers and prospects in a friend- 
lier frame of mind—easier to talk 
with and easier to sell. 





NOTE: Handy Flame is reproduced by pet- 
mission of the copyright owner, W. H. Rohr, 
Jr., P.O. Box 302, Indianapolis, Ind. 
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West Coast Service School 
Has Successful Session 


Students from California, Oregon, 
Washington, Idaho, Arizona, Nevada, 
British Columbia, and even as far 
removed as New York, attended the 
Sept. 6-8 short course at the Univer- 
sity of California, Berkeley. The 
school was so well received by the 
125 in attendance that plans are 
under way for another one to be held 
next year. Of this number, 20 were 
insurance men. Representatives from 
Army and Navy also attended. 

W. A. Buehler, chairman of the 
committee for the Western LP-Gas 
school and K. B. Jacobsen, LPGA 
West Coast secretary, were ably as- 
sisted by Dr. Helen V. Hammarberg 
of the University of California in 
making arrangements at the univer- 
sity. Mr. Buehler acted as chairman 
at the opening session following a 
welcoming address from Anders J. 
Carson, professor of petroleum engi- 
neering and chairman of the division 
of mineral technology at the College 
of Engineering. Henry Haar, Acme 
Butane & Appliances, Fresno, Calif., 
also acted as session chairman. 

Instructors included the following: 
Oliver Johnson, Standard Oil Co. of 
Calif.; O. N. Simmons, Ward Heater 
Co.; Earl M. Evleth, Bastian-Bless- 
ing Co.; Robert C. Lisk, Fisher Gov- 
ernor Co.; L. W. Smith, Smith Pre- 
cision Products Co.; R. C. Harris, 
Suburban Gas Service, Ontario, 
Calif.; A. E. Drucker, General Water 
Heater Co.; A. J. Horn, Payne Fur- 
nace Co.; A. W. Beck, Grayson Con- 
trols Div.; W. H. Christensen, Min- 
neapolis-Honeywell Regulator Co.; 
George B. McClellan, Williams-Wal- 
lace Co.; and L. C. Ginn, Western 
Stove Co. 
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Legal News 


The city council of El Monte, Calif., 
trailer coach rendezvous, passed an 
ordinance in August that all LP-Gas 
tanks under 100 gals. must be located 
at least 300 ft. from the nearest 
building; over 100 gals., 600 ft. 

What will trailerites do? What will 
any of you do? 

4 

NBFU Pamphlet 58, with limited 
additions, is now the official code for 
Kentucky. 

There are three kinds of permits 
necessary in Kentucky: one to trans- 
port the fuel, one to service and in- 
stall, and one for each worker who 
makes installations or services LP- 
Gas systems. Permit fees are $25 
each, 

2 

There is no hope for removing the 
excise tax on gas appliances. A res- 
olution with such a purpose has been 
tabled by the Senate finance commit- 
tee because of the current war situa- 
tion. 

9 

A recent LPGA bulletin says that 
beginning Aug. 1 and continuing un- 
til next Feb. 1, unless sooner changed, 
an Interstate Commerce Commission 
service order covering computation of 
demurrage charges on freight cars 
loaded or unloaded in the U. S. pro- 
vides that current tariff rules which 
exclude Saturdays and Sundays in 
the assessment of demurrage are set 
aside. Demurrage will be charged on 
Saturdays and Sundays the same as 
on weekdays. Reason: Current short- 
age of rail equipment. Saturdays and 
Sundays are still excluded in the 
“free time provision” but if the free 
time éxpires demurrage is charged 
for every day. 


121 











New Edition of Pamphlet 58 
Published by NFPA 


The National Fire Protection A&sn. 
has recently issued a revised pam- 
phlet No. 58 which is the universal 
guide for safe practices in the lique- 
fied petroleum gas industry. It is 
titled “Standards on the Storage and 
Handling of Liquefied Petroleum 
Gases, No. 58.” 

This new pamphlet is the result 
of much revision of the NBFU Pam- 
phlet 58 which was last issued in 
March, 1949. Many recommendations 
for changes were made by the Tech- 
nical and Standards Committee of 
the Liquefied Petroleum Gas Assn. 
and exhaustive research into indus- 
try changes and developments has 
helped to broaden the scope of the 
new edition. The research was under 
the direction of the NFPA Committee 
on Gases. 

The new 1950 edition is available 
from the executive office of the Na- 
tional Fire Protection Assn., 60 Bat- 
terymarch St., Boston, Mass., for 35 
cents a copy. A similar text with the 
same pamphlet number is in the 
course of publication by the National 
Board of Fire Underwriters. 


Liquefied Gas Corp., Seattle, 
Opens New Bulk Plants 


Two new LP-Gas bulk plants have 
been added to the facilities of Lique- 
fied Gas Corp., the Seattle firm head- 
ed by C. M. Ambrose, Jr. The plants 
are located at Monroe and Puyallup, 
Wash., and were designed primarily 
to cut distribution costs. 

Each plant has 18,000-gal. propane 
storage tanks; each has new show- 
rooms adjacent. Each will serve an 
area of about 60 miles in western 
Washington, and will make LP-Gas 
. available to the rich farmlands of the 
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territory. Liquefied Gas Corp. now has 
a total of five plants in Washington, 
the other three being in Seattle (the 
home plant), and at Mt. Vernon and 


Olympia. The late C. M. Ambrose, 
Sr., established the Seattle plant at 
its present site 12 years ago. It has 
facilities for 34,000 gals. storage of 
propane, and 18,000 gals. butane. 
Each of the new plants has two 
bulk delivery trucks with which to 
serve its area. Both of the plants will 
have truck-filling facilities, Mr. Am- 
brose said. The company is very in- 
terested in the trends to the use of 
LP-Gas for power, and will launch 
a campaign in the rich farm area it 
serves to convert tractors and farm 
equipment to LP-Gas, he said. 


New Chemical Dictionary 
Covers Vast Field 


The rapidly developing chemical 
industry has afforded the Reinhold 
Publishing Corp. an unusual oppor- 
tunity to compile 800 pages (two 
columns to the page) of chemical 
terms and interpretations that are 
vitally needed in industry at this time 
and references to which appear fre- 
quently in current news releases. 

In all, there are 23,000 entries giv- 
ing up-to-now authoritative informa- 
tion on chemistry, raw materials, 
trade names and processes, including 
definitions of hundreds of common 
terms. 

This is the fourth edition of the 
“Condensed Chemical Dictionary,” 
completely revised and with 5000 
items not published before. These in- 
clude numerous entries of words and 
terms concerned with the production 
and chemical utilization of liquefied 
petroleum gas and other petroleum 
products. 


Priced at $10, copies can be had — 


from the Reinhold Publishing Corp., 
330 W. 42nd St., New York City 18. 
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REZNOR Gee 


SELL-ALL TYPES OF | 
DIFFICULT PROSPECTS 


Heater prospects can’t make up | 
their minds? Then pep up your; 
sales talk with facts about Rez-— 
nor’s far-advanced heat exchang- ' 
er. Point it up, tell how ‘’Ply- 
metal’’ resists temperatures of 
1250°F., a 42% safety margin! 
Tell how "Plymetal’’ transfers 
heat triple-quick. } 





SELLING MADE EASIER 


New, free, informative booklet 
" gives you profitable tips on how 
to sell. Send coupon below for 
99 opr. of “Reznor Heaters 
old Rightly Sell Easily.” 





| !ALK ABOUT REZNOR'S 
|___ EXCLUSIVE "PLYMETAL" 


The name “Plymetal”’ identifies 
America’s fastest selling unit | 
heater . . . Reznor. : 
—<— ce ce ee ee es ee ee ee ee ee 
REZNOR MANUFACTURING CO. 

4 UNION ST. - MERCER, PENNA. 


Gentlemen: Please send me my copy of 


“REZNOR HEATERS SOLD RIGHTLY SELL EASILY” 
NAME 
FIRM 
ADDRESS 
CITY. ZONE ame STATE 
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SAFETY FIRST FIRE EXTINGUISHER 


Portable Fire Extinguisher 


Safety First Co., Elmsford, N. Y. 

Model: Safe-T-Meter. 

Application: Specially useful for 
cars, buses and trucks, and for fac- 
tories, garages, barns, anc farm 
buildings. 

Description: The extinguisher uses 
dry chemicals in which nitrogen is in- 
fused under pressure and is available 
in 2% and 4-lb. models. Light weight, 
compactness, and simplicity of opera- 
tion are features of the extinguisher. 
A gauge on the handle reports need 
for recharging. Recharging can be 
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PRODUCTS 





done by the operator. The extinguish- 
ing chemical is harmless to furnish- 
ings. 

Approved by Underwriters’ Labora- 
tories, it has a service rating of B-2 
and C-2; it can be used on any kind 
of fire. It is specially effective on LP- 
Gas, gasoline, oil, grease and elec- 
trical equipment fires, and controls 
fires such as rubbish, paper and tex- 
tiles. The extinguisher can be shut 
off at will, thus retaining the quan- 
tity of chemical that is unneeded in 
any given instance. 


Vented Circulator 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 
Model: VR35, 
Description: This 35,000-Btu model 
is a low-boy with six radiants. It is 
equipped with manual control valve, 





PERFECTION CIRCULATOR 
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pressure regulator, porcelain-enamel- 
ed radiator and blue flame pilot 
which, when combined with a thermo- 
stat, makes possible fully automatic 
heating. 

This heater is finished in brown 
porcelain enamel. Like the company’s 
other gas models, the VR35 is AGA 
tested and approved for all gases. 





REGO FILLER VALVE 


Filler Valve 


Bastian-Blessing Co., 4201 W. Pe- 
terson Ave., Chicago. 

Model: Rego 3179 Series Double 
Check Filler Valve. 

Application: Designed to yield a 
25% increase in filling rate and to 
reduce possible jamming of the check 
valves by foreign matter. 

Description: The new valve is of- 
fered in both 1% and 1%-in. NPT 
thread sizes and has an approximate 
filling rate of 33 gals. per minute at 
10 Ibs. psi drop across the valve. 

The previous series 3178 filler 
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valves has been redesigned to reduce 
the possibility of foreign matter be- 
coming lodged in the upper check 
valve and thereby jamming open the 
lower check. To avoid this, the new 
upper check has 100% more move- 
ment, allowing the lower check to 
close completely while the upper 
check disc is 4% in. from the closed 
position. 

This series .allows for removal of 
the upper valve assembly for inspec- 
tion or replacement, without the with- 
drawal of the tank contents. The 3179 
filler valve is approved by the Un- 
derwriters’ Laboratories. 


Centrifugal Pump 


Peerless Pump 
Div., Food Ma- 
chinery & Chemi- 
cal Corp. Los 
Angeles 31. 

Model: Hydro- 
Line Pump. 

Application: 
Suited for appli- 
cations where net 
positive suction 
head is limited 
and where space 
is at a premium; 
can be used for 
pumping LP-Gas, 
oil, gasoline, hot 
or cold water, 
and other hydro- 
carbons. 

Description: The Hydro-Line con- 
sists essentially of a vertical, close- 
coupled rotative shaft turbine pump, 
enclosed in a steel jacket or barrel. 
The pumping unit is ordinarily fur- 
nished complete with motor, motor- 
pump couplings, discharge casting 
with suction and discharge flanges, 
and multi-stage pump. 

Capacities up to 5000 g.p.m. are 





PEERLESS PUMP 
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obtained; maximum head is 1500 ft. 
All types of drives are available. The 
Peerless mechanical shaft seal is rec- 
ommended and furnished on the pymp 
when liquids under high pressure are 
to be handled. 


Counter Equipment 


Anetsberger Bros., 216 N. Anets 
Dr., Northbrook, IIl. 


Application: Commercial cooking 
establishments. 
Description: The equipment con- 


sists of four items. Seen in the ac- 
companying illustration they are, 
left to right: 


1. An 11-in. x 11-in. counter filter 
fryer featuring a new design kettle, 
powerful burner and radiants. Kettle 
is of smooth construction, making 
cleaning easy. Cabinet is stainless 
steel, permits easy banking of units, 
and low height eliminates recessing 
of back-bar. 


2. Thermostatically controlled 
“erillator” has a %4-in. nickel alloy 
steel plate. Plate is electrically 
welded to rounded rims and _ back- 
splash, thus preventing grease seep- 
age. Grease-well receptacle is welded 
to plate with a lift-out tray. 

3. Hot plate has new grid top de- 
signed to hold the smallest pans and 
facilitate their handling. It has re- 
movable splash tray and burners. 


4. Food warmers are dry gas 





ANETSBERGER COUNTER EQUIPMENT 
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heated with a temperature range of 
100° to 200° to handle hot foo 
storage and serving needs. 





Winter Air Conditioner 


Bryant Heater Div., Affiliated Ga 
Equipment, Inc., 17825 St. Clair Ave, 
Cleveland 10, Ohio. 

Model: Bryant 324. 

Application: Primarily designe 
for attic installations, but basement 








BRYANT WINTER AIR CONDITIONER 


or utility room installation can be 
made by supporting it from the floor 
or suspending it from the ceiling. 

Description: Completely automatic, 
available in two capacities of 100,000 
and 125,000 Btu, the unit is AGA- 
approved for attic installations for 
use with LP-Gases, natural, manv- 
factured and mixed. Shipped as 4 
complete factory assembled and 
wired unit, Model 324 consists of 
two basic parts: front section con 
taining 12-gauge exchanger, burners, 
controls, and draft hood, and reat 
section housing blower, blower motor, 
and filters. 


Controls and draft hood can be 


mounted on either right or left side 
with draft hood opening facing front 
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or back. Cleaning of heat exchanger 
can be done without disconnecting 
the ductwork. 





ATLAS DETECTOR 


Gas Detector 


Atlas Exploration Co., 1911 W. Al- 
abama, Houston, Texas. 

Model: Probetector. 

Application: For detecting 0.1 of 
1% butane in air; designed to give 
immediate readings on scale showing 
lower explosive limit of butane gase& 
in the atmosphere. 

Description: Readings are continu- 
ous and instantaneous; no aspirator 
bulb is required in operation. The 
instrument case is rust-proofed and 
of durable metal; parts are of ano- 
dized aluminum and battery and other 
working parts are enclosed se that 
they are weather tight and dust free. 
No pumping and diluting of gases 
can occur in testing. 

The detection element is within the 
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probe, which may be immersed in bu- 
tane, water, or other fluids without 
harmful after effects. The power util- 
ized for the Probetector is one stor- 
age battery which can be used con- 
tinuously for 40 hours and may be 
recharged in 12 hours for a similar 
period of service. 

Size of the instrument is 3%4x4%4x 
8 in.; total weight, including probe, is 
less than 8 lbs. 


Gas-Fired Furnace 


Ingersoll Steel Div., Borg-Warner 
Corp., 310 S. Michigan Ave., Chicago. 

Model: Ingersoll Series GL. 

Application: Designed for base- 
ments or where space is limited, as 
under stairs or in an alcove. 

Description: This is a compact win- 
ter air conditioner ranging in size 
from approximately 78,000 Btu’s 
through 125,000. Compactness is due 
to the inclusion of a “wedgetube” 
heat exchanger. Two smaller lowboy 
models occupy only 20 x 50 in. of 
floor space; larger models, 20 x 54-in. 
space. 

AGA-approved for LP-Gas, natural, 





BORG-WABNER FURNACE 
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mixed, manufactured, 
gases, the units are factory assem- 
bled and wired. Finish is a_ blue- 
green, baked enamel. 


Pocket Lighter 

Stratford Pen Corp., 44 W. 28th St., 
New York City. 

Model: Stratoflame. 

Description: This butane-operated 
cigarette lighter has no wick, fluid, 





STRATFORD POCKET LIGHTER 


nor odor and needs refilling only once 
every four or five months. It uses a 
butane cartridge and release valve 
which eliminate the wick and fluid. 

Stratoflame lighters come in a va- 
riety of cases—chrome, gold plated, 
black enamel, gold tone, sterling sil- 
ver, and solid gold. 


Heat Bocster 


Ohio Foundry & Manufacturing 
Co., Steubenville, Ohio. 

Model: Brilliant Fire Heat Booster. 

Application: This device is an ac- 
cessory for use with vented circulat- 
ing heaters of the gravity type. 

Description: The heat booster is 
especially engineered to accelerate 
warm air circulation in hard-to-heat 
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and LP-Air 








2 ee 
OHIO FOUNDRY HEAT BOOSTER 


rooms, to direct the heat into living 
zone of room, and to prevent stratifi- 
cation of heat at ceiling by means of 
an adjustable hanger. It can be at- 
tached to most any circulator having 
a top grille—gas, oil, wood, or coal- 
fired. 

In hot weather, detach the booster 
from heater, place on desk, floor, in 
window, etc., and use to circulate 
fresh air. 

The cabinet houses twin blower 
wheels powered by double-shaft mi- 
cromotor on resilient mounting. It is 
of shatterproof construction. A 115- 
volt, 60 cycle a/e circuit operates the 
booster. 


Electric Controller 


McDonnell & Miller, Inc., Wrigley 
Bldg., Chicago 11. 

Model: McDonnell No. 65. 
3 Application: For water tanks, re- 
ceivers, and other liquid storage sys- 
tems. Can be used to make or break 
electrical circuits at either high or 
low levels: controlling motors, signal 
lamps, electrical elements, etc. 

Description: The new explosion- 
proof float-operated electric controller 
has been Underwriters’ tested and ap- 
proved for Class I, Group D and 
Group C classifications. The float 
switch incorporates packless construc- 
tion, heavy-duty mercury switch, and 
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CPAV 669—Completely ic with 
every feature found on city gas models. 





@ Ever since 1925 Tappan has been designing 
and developing LP gas ranges. LP dealers have 
been selling more and more Tappan LP 
ranges every year. 

Tappan is first choice of both dealers and 
users, because Tappan LP ranges have exclu- 
sive features and are backed by powerful LP 
sales helps. LP models in every price bracket. 
All carry attractive margin for you. 

DD-72— Deluxe in ap- 


pearance, but popularly 
priced, 


TAPPAN 





the LP pioneer 


still leads the field 


-.. will lead you to 


profitable sales 








G-70—Compact, highly styled, 
for 20-inch floor space. 





v 


LAGAS PROMOTIONAL 
program 


Your guide to the 
best in modern 
automatic cookery 











THE TAPPAN STOVE COMPANY « Mansfield, Ohio 


For 69 years the makers of fine ranges 
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McDONNELL CONTROLLER 


totally enclosed wiring and terminals. 

It is furnished with a _ standard 
switch that breaks the circuit with 
falling liquid level, but a reverse act- 
ing switch is available for completing 
the circuit. 

Float chamber is heavy cast iron, 
float is copper, float rod is brass, and 
bellows are bronze. Maximum body 
pressure is 40 lbs. 


Bulk Station Pump 


Viking Pump Co., Cedar Falls, 


Iowa. 
Model: No, 182. 
Description: This new Viking V- 


belt motor drive pump is available in 





VIKING PUMP 





5, 10, 20, 30, and 55 g.p.m. sizes, It 
is one of a new line of LP-Gas pumps 
which includes a hand-drive transfer 
pump and truck mounting pumps. 

Among features is a special long 
stuffing box with metallic packing 
especially prepared for handling LP- 
Gas. The pump has a non-lubricated 
inner bearing for handling dry 
liquids and a special treated head 
and bracket gaskets to prevent leak- 
ing at these points. 

The drive is enclosed in semi-guard 
and static-proof belts running in 
grooved sheaves. The pump includes 
a safety valve on the head. 





CHATTANOOGA HEATER 


Cabinet Heater 


Chattanooga Implement & Manu- 
facturing Co., Chattanooga, Tenn. 

Model: Royal Kool Kabinet. 

Description: Using directed flow 
heat, the new model is equipped with 
the Royal super-heat cast iron 
burner. It is available in two sizes: 
20,000 Btu (27 x 22% x 10% in.) 
and 40,000 Btu. 

Special attention has been given to 
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the outward appearance of the heater 
and it is finished in “Sun-Glow” 
tones. 


Floor Furnace 
Empire Stove Co., Belleville, Ill. 
Model: Lo-Boy. 

Description: Requiring a minimum 
of floor opening, 305/16*x 34 5/16 in., 
and only 24 in. from top to bottom, 
the new furnace has an input rating 
of 70,000 Btu. 

Designed for use in new or old 
homes, with or without basements, the 
new model operates on LP-Gas, nat- 
ural or manufactured. 





EMPIRE FLOOR FURNACE 


Lift Assembly 

. Reznor Manufacturing Co., Mercer, 
‘a. 

Model: Lift Assembly. 

Application: For use in hoisting 
and lowering unit heaters. 

Description: Use of the assembly is 
said to cut installation costs by as 
much as 50% and save up to 50% of 
time normally required to install heat- 
ers. It raises heaters within 7 in. of 
the ceiling and can be used with or 
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REZNOR LIFT ASSEMBLY 


without the 24-in. and 36-in. Reznor 
hanging boards which serve as an- 
chors for hoisting heaters by block 
and tackle or electric hoist. 

The assembly can be used repeat- 
edly for any type installation and 
serves to lower and raise heaters for 
cleaning purposes. 


Gas Furnace 


Economy Gas Furnace Mfg. Co., 
10 S. La Salle St., Chicago 3. 

Model: Evenflo. 

Description: This self-contained, 
compact unit can be installed in util- 
ity room, attic or basement. Compact 
assembly of all control units, includ- 
ing manual and automatic control, 
provide easy accessibility. 

Up to 54,000 cu. ft. of cleaned air 
per hour are delivered through dou- 
ble filters and forced air system. 
Modulation control system stabilizes 
home temperature. Flame modulation 
insures a constant flow of even heat. 
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ECONOMY FURNACE 


Evenfio jet burners have sufficient 
capacity for 4 to 8-room homes. The 
unit operates with propane, natural, 
mixed or manufactured gases, and 
carries AGA approval. 


Surface Combustion Bulletin 


Developments in the dry (gas) cy- 
aniding process since its first appear- 
ance in 1945 are presented in a new 
bulletin from the Surface Combustion 
Corp. Intended to bring metallurgists 
and heat treaters up to date, the lat- 
est equipment and its application in 
the field are presented. 

Copies of the bulletin (SC-145) can 
be obtained by writing Surface Com- 
bustion at Toledo 1, Ohio. 


Metal Hose Catalog 


Industrial metal hose, tubing and 
fittings for conveying solids, fluids, 
or gases at elevated pressures and 
temperatures are described and illus- 
trated in a new 12-page catalog re- 
cently issued by Universal Metal 
Hose Co. 
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Typical applications for each hose 
classification are listed. Specifications 
are organized for easy reference and 
cross-section photographs give close- 
ups of construction detail. 

Covered in the catalog are Uni- 
versal square-locked flexible tubing, 
inter-locked flexible hose, seamless 
flexible hose, diesel engine exhaust 
hose, hose assemblies, and couplings, 

Copies of the catalog, No. U-10, 
may be obtained by writing the com- 
pany at 2133 S. Kedzie Ave., Chicago 
23. 


Products Information 


Ray-Glo Corp., Shelbyville, Ind, 
manufactures a complete line of gas 
heating units. All have their stand- 
ard Ray-Glo combustion units with 
no adjustments to make. The Ray- 
Glo burner insures positive complete 
combustion without adjustment. It 
eliminates odors and all danger of 
carbon monoxide, the manufacturer 
states. 

Among the units made by Ray-Glo 
are mantel inserts which fit most 
fire places, a choice of two types of 
bathroom heaters, six models of open 
radiant fixtures for the fire place, 
and a type and style of vented or un- 
vented heater that will meet all 
needs. Ray-Glo’s patented combustion 
features are used in all units. 





GAS COSTS LESS 


Gas is faster, easier to cook with. Its 
heat is instantaneous and controllable from 
a pin-point simmer to high-boil. Service is 
uninterrupted. Yet with all these extras a 
new gas range costs less to buy, less to 
install, less to operate—less than any 
other comparable modern range. 
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THE TRADE 


The American Meter Co. has an- 
nounced the election of John C. Diehl 
as president. Mr. Diehl was born in 
New Oxford, Pa., 
and educated at 
Gettysburg Col- 
lege and Massa- 
chusetts Institute 
of Technology. In 
1919 he joined 
the staff of the 
American Meter 
Co. as an engi- 
neer, and was 
elected to the 
post of chief en- 
gineer in 1929. In 
1934 Mr. Diehl 
was made vice 
president. Mr. Diehl is a member of 
the American Gas Assn. and Gas Ap- 
pliance Manufacturers Assn., and is 
the author of numerous technical arti- 
cles and books on gas measurement. 
Three of his books, ““Measurement of 
Gases,’”’ “Natural Gas Handbook,” and 
“Natural Gas Measurements,” have 
won national recognition as text 
books on these subjects. 

Norton McKean, president of the 
American Meter Co. since 1941, has 
resigned due to his health. 





JOHN C. DIEHL 


A big reorganization program was 
completed by Minneapolis-Honeywell 
Regulator Co. recently: C. F. Woods 
was promoted to valve division sales 
manager for the Southwest, with Dal- 
las headquarters; E. J. Byrne moved 
from the Houston branch to succeed 
Mr. Woods as industrial manager at 
Dallas; H. W. Griesbach left the Chi- 
cago branch to become industrial 
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manager of the Milwaukee branch; 
and industrial sales staffs in Roches- 
ter and Chicago received new help in 
L. C. Schultz and W. E. Van Horne, 
respectively. W. J. Kirby went to the 
Los Angeles branch and P. R. Vogel 
to the Houston branch as added staff- 
men of the industrial supplies sales 
organization. 

Included in field transfers an- 
nounced by Minneapolis-Honeywell 
were L. E. Kennedy, from Syracuse 
to Atlanta; George Massey, from At- 
lanta to Nashville; A. R. King, from 
Boston to Worcester (Mass.); G. G. 
Walker, from Detroit to Saginaw 
(Mich.); W. J. Kilroy, from Detroit 
to Grand Rapids; and John Koerner, 
from Pittsburgh to Youngstown, 
Ohio. Carl Bohnlein left general sales 
to join industrial sales in the Phila 
delphia office, and George Jensen 
transferred from Chicago industrial 
service to industrial sales at Men- 
asha, Wis. 


Appointments of 
three members of 
Phillips Petrole- 
um Co.’s chemical 
engineering divi- 
sion to various 
industry commit- 
tees have been 
announced by 
Phillips’ presi- 
dent, K. S. Ad- 
ams. 

D. D. Buttolph, 
E. W. Evans, and 
P. W. Tucker 
were appointed to the committees to 











D. D. BUTTOLPH 
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Small .... but 


MIGHTY! 


The HELCO model 59-A is a small 
regulator with large capacity. Un- 
der any climatic condition, this 
regulator will handle a load of 
approximately 100,000 B.T.U.'s per 
hour, It is ideally suited for trailer 
or marine use; will accommodate 
any normal kitchen load, 


CHECK THESE FEATURES: 

V Simplicity 

V Dependability 

V Rugged Construction 
Dealers agree that thee HELCO 


Model 50-A is the regulator designed 
for their needs. 








SPECIFICATIONS 
U. L. Cap. Rating..... 50 cu. ft. 

Delivery Pressure....... Il in. w.c. 
Inlet Connections....... Vz in. pipe 
Outlet Connections..... ¥ in. pipe 











Helco Products Corp. 


2041 Colorado Ave., Santa Monica, Cal. 














replace E. O. Mattocks, who recently 
resigned from Phillips to take a posi- 
tion with the American Petroleum 
Institute. 

Mr. Buttolph, manager of the in- 
strument and equipment branch, has 
been named to committees of the 
AGA, the American Petroleum [n- 
stitute, Compressed Gas Assn., Na- 
tional Fire Protection Assn., and the 
LPGA. 

Mr. Evans has been apnointed to 
committees of the AGA, API, Ameri- 
can Society for Testing Materials, 
and the LPGA. 

Mr. Tucker is on the LP-G sub- 
committee of the NGAA, the specifi- 
cations and safety committees of the 
LPGA, and the metal packages com- 
mittee of the Manufacturing Chen- 
ists Assn. 










Petroleum Trading & Transport Co., 
of Tulsa, Okla., has announced the 
appointment of D. L. Harlow as man- 
ager of the LP-Gas and natural gaso- 
line products department of the com- 
pany. Prior to joining P. T. & T., Mr. 
Harlow was associated with Universal 
Petroleum Co., of Tulsa, of which he 
had been vice president since 1946. 
Before joining Universal he was sales 
manager of Sinclair Oil & Gas Co, 
of Tulsa. 

Interests associated with Petroleum 
Trading & Transport own and operate 
Three Rivers refinery located at Three 
Rivers, Texas. Mr. Harlow will make 
his headquarters in the Hunt Bldg,, 
Tulsa, headquarters of P.T.&T. 


William S. Thomas has recently 
been appointed branch manager of 
the Houston, Texas, office of the pump 
division of Byron Jackson Co. Prior 
to this appointment, he was branch 
manager for the San Francisco office 
of the company. 


BUTANE-PROPANE News 












OCTOBER — 1950 





Handy Binder 
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A beautiful DeLuxe Binder made espe- 
cially for your favorite magazine. Holds 
12 copies—one full year. Magazines can 
be inserted or taken out in a second’s 
time, or bound permanently for future 
reference. Covered with long-lasting, 
maroon Du Pont Fabrikoid with the 
name BUTANE-PROPANE News stamped 
in gold on cover and backbone. You'll 
be proud of these beautiful binders. 
$2.00 each, post paid. Get extra binders 
for past files. Send them to your friends 
as gifts. 
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BOUND IN A FLASH 


Slip open magazine under 
elastic band and it’s bound 
firmly into place. Can be 
removed just as quickly. 
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OPENS FLAT 


The curved backbone and 
patented binding system 
allows each magazine and 
page to open flat. 





BINDS SECURELY 


Patented Elasto Cord sup- 
ports weight of each mag- 
azine separately, no me- 
chanical devices to get 
out of order. 
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FOR PERMANENT 
BINDING 


Plexon plastic covered 
wire and instructions sup- 
plied with each binder. 
Replaces elastic cord for 
permanent binding. 


Send check for $2 for each binder or $2.50 from countries outside U.S. 
Add 3% Sales Tax for California orders, and 342% Sales Tax for Los Angeles City orders 
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198 S. Alvarado St., Los Angeles 4, Calif. 












Liquigas distributors 
will tell you, “It pays to 
deal with a Specialist!”... 
become acquainted with 
CALOR and you, too, will 
rely on the West's leading 
independent marketer 

of LP-Gas for a more 
dependable supply. We 
have enormous reserves 
of top quality Butane- 
Propane ...plus the trans- 
portation facilities. 

For complete service 


all ways, always call or 
write to: 


CALOR GAS COMPANY 


V4 Sansome Street » San Francisco 4, California 


Telephone YUkon 2-3360 











The Burnhan 
Corp. has a new 
Eastern sales 
representative — 
Richard E. Kiel 
— according to 
announcement by 
Albert J. Hall, 
manager of the 
corporation’s LP- 
Gas division. 

Mr. Kiel is also 
-sales representa- 
tive in the East- 
tern area for the 
Steel Cooperage Co. division of In- 
dustrial Stamping & Manufacturing 
Co. 


RICHARD KIEL 


Albert S. Cheyne has been appoint- 
ed district manager of the new 
Kansas City office of Pressed Steel 
Tank Co., Milwaukee, Wis., manufac- 
turer of LP-Gas cylinders. 

Mr. Cheyne, according to N. A. 
Evans, vice president in charge of 
sales, will be located at 2321 West 
78th St. in Kansas City and will 
cover the states of Nebraska, Kansas, 
Oklahoma, Arkansas, Missouri (ex- 
cluding St. Louis County), and west- 
ern Iowa. 


Resignation of A. J. Smith as presi- 
dent of Black, Sivalls & Bryson, Inc, 
Kansas City, manufacturer of LP-Gas 
equipment, was announced last month. 
Kenneth W. Lineberry, a member of 
the BS&B board of directors who had 
served temporarily as chief executive 
officer preceding Mr. Smith’s resigna- 
tion, has been elected president. 


R. E. Martin has been made sales 
manager of Herron Stove & Foundry 
Co., Chattanooga range manufac- 
turer and producer of light gray iron 
castings. Mr. Martin has a long ca- 
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PRODUCT FOR THE 
LP-GAS INDUSTRY... 


For Off-the-Main Gas Service Burnham Sys- 
tems Are Best in Design, Quality, Service 





SIZES 
115-250-387-500 GAL. 
(W.C.) 


ABOVEGROUND AND 


BELOWGROUND 
MODELS... 


2 Main Street BOILER DIVISION Irvinaton, N. Y. 

































FO Cé 


oh 


Your "For Sale" sign won't last long—if you advertise your equipment, 
appliance, or service offers and needs in the CLASSIFIED COLUMNS 
of BUTANE-PROPANE News. 


YOU GET FAST ACTION AT ONLY I5 CENTS A WORD, $3 MINIMUM. 





Closing date: 10th of previous month. 
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ONE OF THE 
BIG THREE 


STANDARDIZATIONS 
—WELDIT TORCHES 


Weldit Torches have been accepted as stand- 
ard by one of the divisions of the Big 3 
automobile manufacturing group. Such recog- 
nition hallmarks Weldit Torches as tops in 
quality and performance. Shown above is 
the initial shipment of rugged Weldimatic No. 
C-47 Lightweight Blow Pipes and No. W-46-F 
Heavy Duty Weldimatic Welding Torches. 


Write today for technical information that 
will save you money in your welding oper- 
ations. , r) 







inc. 
SINCE 191-8 


994 OAKMAN BLVD DETROIT 6, MICH 
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reer in the stove industry, having 
been associated with Estate Stove Co, 
Norge division, Detroit Jewel division 
(Detroit-Michigan Stove Co.), and 
Dearborn Stove Co. Before joining 
Herron, Mr. Martin was sales mana- 
ger of the gas division of Charles §, 
Martin Distributing Co., Atlanta. 





New G. S. Blodgett Co. (commer- 
cial cooking equipment, Burlington, 
Vt.) representative- in Illinois, Indi- 
ana, Wisconsin, Iowa, Minnesota, and 
Omaha, Neb., will be Elmer Lind, 
who recently joined Blodgett after 12 
years with Cudahy Packing Co. and 
five years as representative of food 
service equipment manufacturers. He 
will headquarter in Chicago. 

Blodgett also announced appoint- 
ment of William H. Berg as repre- 
sentative in Ohio, Michigan, western 
Pennsylvania, West Virginia, and 
Kentucky. Mr. Berg will be located 
in Cleveland. 


They’re having a 100th birthday 
this year at Trageser Copper Works, 
Inc., Maspeth, N. Y. Just one century 
ago, the company, a big name in the 
manufacture of LP-Gas_ cylinders 
since World War II, started produc- 
ing copper brewing kettles. A. H. 
Trageser, grandson of the founder, is 
president of the firm. 


The Weatherhead Co., Cleveland, 
Ohio, announces the opening of a 
warehouse in Albany, N. Y. T. V. 
Scott, sales manager of Weather- 
head’s LP-Gas equipment division, 
has appointed Clifton Vogt as man- 
ager. 

Mr. Vogt has been in the LP-Gas 
business for himself and for the past 
several years has been associated 
with an LP-Gas distributor in Al- 
bany. 
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RAY-GLO offers the complete line 





Ray-Glo’s indestructible burner has no move- 
able parts to adjust. No variable controls — 
nothing left to chance. 

Ray-Glo has control valve located in the 
cool zone —will not dry out or leak. 
Ray-Glo has stainless steel burner po 
will not rust or corrode. 





















Ruggedly built with special pack- 
ing, gaskets and bearing for han- 
dling LP-gas. Only 2 moving parts 
in pump. 


Built in motorized units for bulk 
plant and farm dispensing. Truck 
mounting style illustrated. 






For complete informa- Fig. 180 
tion, send for free a TRUCK MOUNTING 
bulletin 2303B today. PUMP 


VIKING PUMP ¢ ‘ erak FALLS 
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The following progressive distributors 
can supply you with 


RECTORSEAL “2 


from Warehouse Stocks: 


e . * 

DENVER BRASS AND COPPER CO. 
4023 East Colfax, Denver 7, Colorado 
VALLEY PIPE & SUPPLY CO. 

507 Broadway, Fresno, Calif. 
BURCH EQUIPMENT CO. 
1910 ''O"' St., Sacramento, Calif 
WINCHELL OIL EQUIPMENT CO. 
1420 Atlanta Ave., Orlando, Florida 
WESTERN SUPPLY CO. 

Box 784, Hutchinson, Kansas 
LOUISIANA AGRICULTURAL 
SUPPLY CO. 

Baton Rouge, Louisiana 
SNYDER CoO., 

2108 Mt. Holly St., Baltimore 16, Md. 

J. HODES & CO. 

2445 fmt Ave., Kansas City, Mo. 
STAPPERS EQUIPMENT CO., INC. 
3404 ore Blvd., New York 61, N.Y. 

D. JOY CO. 
133 Market's St., Syracuse 2, New York 


BRASWELL EQUIPMENT CO. 
1012 Briggs St., Wilson, North Carolina 


O’DAY EQUIPMENT CO. 

206 N. P Ave., Fargo, North Dakota 
NORTH PENN PIPE & SUPPLY CO. 
Clarendon, Pa. 

E. 0. HABBEGGAR CO. 
Fairmount Ave. & 24th St., Philadelphia, Pa. 
THACKSTON DAVIS SUPPLY CO. 
828 Gervais St., Columbia, S.C. 
WILSON SUPPLY CO., 
Beaumont, Texas 
ENGINEERING SERVICE CO., 
1703 N. Port Ave., Corpus Christi, Texas 
FRANK A. LONG CO., 

810 N. Station St., El Paso, Texas 
MORRISON SUPPLY CO. 

Fort Worth, Texas 
OIL FIELD EQUIPMENT CO. 
723 Milam Bldg., San Antonio, Texas 


JABAS EQUIPMENT CO. 
870 Howard St., Green Bay, Wisconsin 
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W. F. Rock- 
well, Jr., presi- 
dent of Rockwell 
Manufacturimg 
Co. has announc- 
ed the appoint- 
ment of L. A. 
Dixon, Jr., as as- 
sistant vice pres- 
ident of the com- 
pany’s meter and 
valve division. 
He will assist in 
the co-ordination 
of sales and fac- 
tory problems 
and make his headquarters at the com- 
pany’s home office in Pittsburgh. For 
the past two years he has been the 
general manager of the Pittsburgh- 
DuBois division of Rockwell. 

A. J. Kerr, vice president of sales 
for the meter and valve division of 
Rockwell has announced the appoint- 
ment of Clarence E. Muehlberg as 
sales manger of gas products. 





'L. A. DIXON, JR. 


To succeed retiring John W. Shef- 
fer, Edmund A. Watson has_ been 
apopinted general improvement engi- 
neer of the American Car & Foundry 
Co. Mr. Watson has been in plant 
engineering and production methods 
work since 1915. He served as pro- 
duction manager at ACF’s Buffalo 
plant until 1946 when he was ap- 
pointed assistant general improve- 
ment engineer with headquarters in 
New York. 

Mr. Sheffer, retiring after 42 years 
with ACF, started with the company 
as electrical engineer and was largely 
respon ible for the advances made in 
welding at ACF plants. 

American Car & Foundry also 
elected two new vice presidents re- 
cently. They were James F. Clark, 
formerly ACF treasurer, who was 
named vice president and treasurer, 
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CIRCULATORS 


A.G.A. APPROVED me 
Radiant and plain front fully — 
vented models. 

20,000 to 60,000 B T.U. sizes. 
Manual or Automatic Controls. 
NEW Silver-Tan finish. 
NEW Seam Welded gas tight 
heating sections. 

Write NOW for complete NEW 
literature on the line that sells. 


jeerler 


Forced air and gravity, “Gas Circula- 
tors—Unit Heaters —Panel Heaters — 
Wall Heaters — Radiant Heaters. 


PEERLESS MANUFACTURING CORP, LOUISVILLE 10, KY. . 





Butane s 





Producers of high quality 
Liquefied Petroleum Gases Since 1931 
Wholesale Only 


THE CARTER OIL Company 


TULSA, Oo K.L AH OM A 
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Premier 
Since 1912 
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approved. 


Sell two PREMIER heaters 


each installation. 


ready to make sales for you! Feature the 
Provides better 


complete line and you'll profit with PREMIER. Finished 
in brown porcelain enamel with chrome trim. 


Standard equipment includes constant burn- 
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A Complete Line of Vented Heaters 


Four beautiful, new PREMIER Gas Heaters from 15,000 B.T.U. to 


heat control . . . better heat distri- 


ing manual pilot. A.G.A. 
bution! 


40,000 B.T.U. 
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100 SOUTH SIXTEENTH STREET 
ILLINOIS 


PBELLEVILLE, 








and Phillips B. Hoyt, former director 
of purchases, who became vice presi- 
dent in charge of purchases. 

At the same time announcement of 
a new manager of ACF’s valve divi- 
sion was made by Charles J. Hardy, 
chairman of the board. He is John C. 
Coonley, who joined ACF this year 
after a long association with the Wal- 
worth Co. 


Thomas V. McCauley has been ap- 
pointed by Surface Combustion Corp., 
Toledo, Ohio, as a “Janitrol’ sales 
engineer in the Kansas City territory. 
He will specialize in the sales and 
servicing of home and commercial 
heating equipment, according to a 
recent announcement by H. C. Gurney, 
sales manger Janitrol domestic-com- 
mercial division. 

Location of the Kansas City office 
with which Mr. McCauley will be as- 
sociated is 1438-42 Dierks Bldg. 

Surface Combustion has also ap- 
pointed Wilson W. Morrow Janitrol 
sales representative in the Albany, 
N. Y. and Fairfield County, Conn., 
territory of the company. Mr. Mor- 
row will work with the company’s 
dealer organization for the sale of 
home and commercial heating equip- 
ment. 

Mr. Morrow is located at 225 Broad- 
way, New York City. 

Another new Janitrol sales repre- 
sentative in the Kansas City district 
is Earl E. Barr, a 14-year employe of 
the Ohio Fuel Gas Co. In his new 
sales capacity for Surface Combus- 
tion, he will work closely with Wal- 
lace A. Adams, manager for the dis- 
trict. 





In line with General Electric’s in- 
creased activities in the gas heating 
field, A. E. Higgins has been ap- 
pointed to the newly created post of 
manager, gas utility relations, air 
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NOTE THIS 
CAREFULLY 


Panoma L-P gases stand out 
because they are uniform in 
quality and free of sulfur, 
moisture and residue. Our 
butane and propane come 
from OUR wells . . . proc- 
essed in OUR two automatic- 
ally controlled plants. Since 
‘38 wholesalers have satisfied 
themselves and their custo- 





For pure butane and pro- 


z Process pumps and automatic control equipment 
mers with Panoma products. at the modern Panoma plant, Hooker, Oklahoma 


pane, contact us! PURE BUTANE AND PROPANE! 


For information write or telephone TODAY! 


"s* PANOMA CORPORATION 


TEXAS 





INTERNATIONAL SUPER-GRI 
REATTACHABLE COUPLINGS 


@ Safety is assured by the leakproof performance o 
Super-Grip couplings. Gripping the hose over a wide 
area, a positive seal between hose and coupling is 
achieved. Pinching or bruising the hose at coupling 
is eliminated. Hose life is lengthened. Easy to install, 
no special tools are needed. Tightening the coupling 
contracts the special flat grip. This seal is so effective 
that on no high-pressure test yet has it been possible to 
determine signs of leakage. 

The extra assurance given by Super-Grip against fire 
and hazards of leakage makes them a valuable invese- 
ment to you. Write for catalog and prices. 






The INTERNATIONAL 
METAL HOSE CO. 


A Division of The Gabriel Co. 


CLEVELAND 3, OHIO 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 







A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS’ EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL Co. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 
Kansas City 
Toronto 


Cleveland 
St.Paul 











conditioning department, according to 
H. M. Brundage, manager of the 
sales division. 

Prior to the appointment, Mr. Hig- 
gins was vice president of the Rock- 
well Manufacturing Co., international 
division, New York. He has been as- 
sociated with the gas industry since 
1927. 


The 80th birthday and the 50th an- 
niversay of the company he founded 
were celebrated in Wichita, Kan., in 
May by W. C. Coleman, president 
and chairman of the board of the 
Coleman Co., Inc. 

At a meeting of the stockholders 
during the week of celebration, the 
board of directors of the company was 
reelected and special tribute was paid 
to Mr. Coleman and the company he 
originally founded to popularize the 
light of the gasoline mantle lamp 
and which he built into one of the 
world’s largest manufacturers of home 
heating appliances. 

Officers also re-elected include Clar- 
ence Coleman, vice president in charge 
of manufacturing, and Sheldon Cole- 
man, executive vice president and 
general manager, sons of the founder. 


C. M. Scheer, formerly of North 
Texas Tank Co. and the Weatherhead 
Co., has joined the sales force of the 
LP-Gas division of Dallas Tank Co., 
it has been announced by J. W. 
Banks, division manager. Mr. Scheer 
will travel Texas, Oklahoma, Louisi- 
ana, New Mexico, Kansas, and Mis- 
souri. 


Kelley Manufacturing Co., Houston, 
recently added G. V. Bain, longtime 
Southwest production engineer, to its 
industrial sales staff. General Man- 
ager W. M. Eliot announced the ap- 
pointment. 
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The WAY it SELLS! 


Of course it’s beautiful — and it 
cooks as good as it looks! And 
that gives you a bonus in sales, 
for every housewife wants it in 
her kitchen. See for yourself: 
write for catalog and price infor- 
mation on the profit-making ENTER- 
PRISE LP Line — the complete line 
with a model for every kitchen 
and a price for every purse. 


Enterprise Phillips «Puttorff 


MANUFACTURING COMPANY 
—the Profit Line! NASHVILLE, TENN. + ESTABLISHED 1858 









































BUTANE PROPANE CLIP THIS AND MAIL TODAY 


conv mga if you are not a subscriber to 


BUTANE-PROPANE NEWS 


198 S. Alvarado St., Los Angeles 4, Calif. 


SUBSCRIPTION ORDER 
Enter my subscription to BUTANE- PROPANE 
NEWS to begin with the next issue. 


C1 | year $2.00 () Check enclosed 
[] 2 years $3.50 














Standard Rates Apply, ts 8 C) 3 years $6.00 [] Please bill me 
can Seah and coat noe TIUUNUUTUNUNUARIOULEUUUULLE ection a $S NUNN L uuu 
All others.......... 1 year 3.00 2 
COMPANY. 
NAME POSITION 
STREET CITY ZONE STATE 
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FIBERGLAS 
INSULATED 
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ECONOMICAL 
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LONG LIFE 











ee 
so many water heater prospects SECURITY 
Finest materials and skilled workmanship mean depend- 
able performance. These big HEAVY DUTY heaters are 
smartly styled. And thousands of owners are amazed at 
their efficiency, economy and long life. 
uilt to burn ALL GASES. Now is the time to as- 


- and it’s that Security Quality that has made 
owners ' 


sure yourself a steady . . . and satisfied . . . flow of 
—. Build your sales on SECURITY ... and 
profit 


SECURITY MFG. CO. 
1630-48 Oakland Ave., Kansas City 3, Mo. 


. SECURITY 
fi HEAVY-pUTY 

WATER 

HEATERS 

















Ray Cooper, of Dallas, Texas, has 
been promoted to district sales man- 
ager for the state of Oklahoma by 
Servel, Inc., manufacturers of Servel 
gas refrigerators, gas water heaters 


and “All-Year” air conditioners. 
, 


Mr. Cooper’s appointment is an- 
nounced by John K. Knighton, Ser- 
vel’s general sales manager. 

Mr. Cooper has been with Servel 
since his separation from the Army 
Air Force in 1946. During that time 
he has been a water heater sales 
specialist and an appliance sales spe- 
cialist, working out of the Servel 
regional sales office at Dallas, Texas. 

Two new positions have been cre- 
ated in Servel’s organization, and two 
new men have been appointed to 
head them, it is announced by W. 
Paul Jones, president. Robert J. 
Canniff, a 10-yearman with Servel 
and a gas industry veteran, moves 
up from advertising and promotion 
manager to the directorship of adver- 
tising and public relations; Charles 
F. Pearson, until recently assistant 
sales promotion manager for Hot- 
point, TInec., becomes Servel sales pro- 
motion manager. 


A. W. Ambrose, president of Cities 
Service Oil Co. (Del.), announces 
that Lee N. Haugen succeeded H. W. 
Camp as manager of the refining 
division on Sept. 1, at which time 
Mr. Camp retired. 

Mr. Haugen, who has been general 
superintendent since 1947, has been 
employed by Cities Service 27 years. 
During this period his work has been 
devoted entirely to refinery opera- 
tions. 

Other Cities Service (Del.) appoint- 
ments announced were: W. T. Cra- 
vens, assistant general superintend- 
ent of the refinery division, to super- 
intendent; James W. McColl, of the 
Cities Service legal department, to 
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: First See 
| (GRIFFITHS 
for 





Conversion Parts | 


We can supply a wide assort- 








| ment of spuds, orifices and oth- 
y er parts for converting domestic 
e and commercial equipment to 
S any type gas. Also, a complete 
line of repair parts for all types 
y| of gas meters. 

. Write for catalog. 

E. F. GRIFFITHS 

. COMPANY 

7 350 E. Walnut Lane, Philadelphia 44, Pa. 


| Serving the Gas Industries 
3 For Over 40 Years 


Visit Us at Booths 720-721 — Gas Exposition — 
n Atlantic City 
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: RADIANT H HEATERS 


t Looks good in the fireplace, ADAMS Radiants 

fs are styled for the home. This is the line for 
a- you to sell and make money on. Quality and 
d- top performance in our products since 1898. 


Write today for full information. 


Wan TE ADAMS BROS. MFG. CO., INC. 


to 1500 NORTH AVE., W. PITTSBURGH 33, PA. 


OCTOBER — 1950 




















Insurance Protection 
to Fit Your Needs a 
COMPREHENSIVE GENERAL, any 






















© Installations and Customers’ Liability 
© Products © Motor Vehicles © Physical Damage 


Get insurance coverage tailor-made to 
Protect against loss due to all hazards 
for which you as operator, distributor or 
dealer may be liable or assume under 
contract. For free application blank cov- 
ering all questions about the coverage 
you want, write TODAY. No obliga¢ 
tion, of course. 





Liquerico Petroueum Gas 


Insurance Underwriters 
AGENCY 
New York Life Bidg. 20 W. 9th St. 
Kansas City 6, Mo. Phone: Victor 3563 
Home: 1913 Tauvromee Ave., Kansas City, Kansas 
Phone: Drexel ism 


























The No. 5 ti Gas Burner 


Will Win You Friends and 
Make Profits for You 





This fine 20,000 B.t.u. Burner offers: 
@ Uniform cast jets 
@ Efficient gas consumption 
@ Easy instaliation 
@ Easy servicing 
@ Fast heating for large hot water urns, and 
“‘Side-arm’’ water heaters 
Also manufactured in smaller sizes for coffee urns 
and steam tables. 
Produced by the manufacturer of the famous ARGIL 
Infra-Red Ray Burner. 


Write for st!esmen’s catalog sheets 


Chicago Combustion Co., Inc. 
457 WEST 45TH STREET, NEW YORK 19, N. Y. 
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THE 1950 LINE 


Heatbath 
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LPD-30 for Propane Gas * 30,000 B.T.U.'s 
A burner for straight Butane or Propane 
gases for kitchen heating. Capacity up to 
36,000 B.T.U.'s per hour. 
Designed for coal, combination and bunga- 
low ranges. Quickly installed and guaranteed 
fool-proof. 
Few territories open. Write for 
descriptive literature and prices. 


en APPLIANCES, INC. 





P: O. Springfield |, Mass. 




























rn 
To Dealers 


BUTANE-PROPANE News 
Filling Station Directory is 
now being compiled. If free 
listing is desired, information 
should be sent to 


BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 4, Calif. 


List company name, Owner's name. 


Location. Services offered. 


(See Page 110 of this issue for details.) 















assistant superintendent of the com- 
pany’s land department; L. E. Taylor, 
superintendent of the Cit-Con (Oil 
Corp. (Lake Charles, La.), to plant 
manager of the East Chicago, Ind, 
refinery. He replaced John D. Sna- 
kenberg, who was transferred to the 
manufacturing department in New 
York City. 

Cities Service announced that a 
two-year expansion and moderniza- 
tion program is underway at its 
Ponca City (Okla.) refinery. A new 
catalytic cracking unit, new catalytic 
polymerization unit, and new gas 
plant are included in plans, as are 
revision of the vacuum flashing unit, 
treating processes, and steam and 
water systems. 


Southern Coal Co., Inc., distributor 
of “Warm Morning” heaters, has 
organized a wholly owned subsidiary 
to handle the distribution of Warm 
Morning heating products and other 
equipment, according to an announce- 
ment by C. C. Davis, sales manager 

The new company is to be known 
as the Sinclair-Southern Co., Inc, 
and began active operation on July 1. 
General sales offices will remain at 
333 North Michigan Ave., Chicago. 

Officers of the Sinclair-Southern 
Co. are L. Russell Kelce, president; 
R. J. Billings, vice president; C. C. 
Davis, sales manager; and David §. 
Ogle, advertising manager. 

A new 8-page, 5-color, sales cata- 
log featuring the new Warm Morn- 
ing line of gas heaters is now avail- 
able to the retail trade, according to 
an announcement by the manufactur- 
er, Locke Stove Co., Kansas City, 
Mo. 


A warehouse designed to give West 
Coast distributors rapid delivery on 
Imperial products has been opened 
at 1841 S. Hope St., Los Angeles, by 
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ABOUT THE 


KRUG 


@ IT SELLS BETTER! 


Listed By Underwriters’ Laboratories 


Unconditionally ’ 
according to manufacturer's” instructions! 


For complete information, contact your 
distributor ; or send a postcard today to 


Madison, South Dakota 


@ IT PERFORMS BETTER! 





Guaranteed when _ installed 


HAND PUMP 


5 





D.H. KRUG COMPANY 








HARTWELL 
The Latest Word In 


LATCHES 





Completely flush installation, 

Positive trouble-free action. 

Modern in appearance. Push 

button style also available. 
Write for Catalog 


Hartwell Company 





9035 Venice Blvd., Los Angeles 34, Cal. 
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tors Valves 
minum Tubing Installation - 
for Gas Oil and Water 
and Makes 


All types Brass Fittings Connec 
ypes 

Coppe’ and Alu 
Tools and Materials 
Appliances of All Types 









TO SAVE YOU 


MONEY! 


PRICED 


re REAL 


Write fo 
catalogs and ag paces 


s.H. LEGGITT CO. 


MARSHALL . MICHIGAN 
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REGO L P GAS EQUIPMENT—Rochester Cri- 
terion Gauges—Aeroquip Hose and Fittings— 
Weco-Trol (automatic con- 
trol) — | CC Cylinders. 


GAS EQUIPMENT 
SUPPLY CO. 


127 ELLIS ST. N. E. ATLANTA, GA. 





Wherever 


CONTROL 


alco] | 


GENERAL 4 CONTROLS 


801 Allen Avenue Glendale 1, California 
Presse 
ontrols 
FACTORY BRANCHES: Baltimore 5, Birmingham 
3, Boston 16, Buffalo 3, Chicago 5, Cincinnati 
2, Cleveland 15, Dallas 1, Denver 4, Detroit 8, 
Glendale 1, Houston 6, Kansas City 2, Min- 
neapolis 2, Newark 6, New York 17, Philadel- 
phia 23, Pittsburgh 22,. St. Louis 12, San 
Francisco 7, Seattle 1, Tulsa 6. 
DISTRIBUTORS IN PRINCIPAL 
CITIES. 


ere, Cemperature 





it says LOOK OUT 


@ The accepted standard odorant for 
natural or liquefied petroleum gas — 
gives sure but harmless warning. 


® Purified — Moisture-free — PROTECTS 
FIXTURES. Meets all 15 qualifications of 
National Bureau of Standards. 


609 MALLINCKRODT 
CHEMICAL WORKS 


Mallinckrodt St., St. Louis 7, Mo. 
72 Gold St., New York 8, New York 
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| The Imperial Brass Manufacturing 
| Co., Chicago. 











The warehouse carries stocks of 
Imperial tube fittings, tube working 
tools, shutoff valves, and a complete 


line of Imperial refrigeration valves, | 
| fittings, driers and tools. 

Gordon Duerr, West Coast sales 
manager, is in charge of the ware. 4 


house. 


Completion of the new plant of the 
Vicksburg Tank Co., Inc., at Vicks- 
burg, Miss., was celebrated at a bar- 
becue given at the plant site by the 
Chamber of Commerce of that city 
and attended by approximately 200 
members, wives and company officials. 

Formerly the Pyramid Manufactur- 
ing Co., of Alexandria, La., the new 
plant is already in operation manv- 
facturing the Pyramid line of LP- 
Gas systems. W. L. McDowell is presi- 
dent and seneral manager. 


Thirty Rapid Thermogas _repre- 
sentatives from three states—includ- 
ing president Charles O. Russell, Des 
Moines—took a two-day trip recently 
to’ the Two Rivers, Wis., plant of 
Hamilton Manufacturing Co. as the 
guests of Hamilton headman Edward 


| P. Hamilton. A plant tour, discus- 


sion sessions on Hamilton gas-fired 
automatic clothes dryers, and general 
orientation of the dealers with regard 
to Hamilton products were feature 
activities. 


Mark W. Battersby has been ap- 
pointed district sales manager for the 
Pacific Northwest by the home ap- 


| pliance division of Murray Corp. of 
| America. He will sell Murray ranges, 


steel kitchens, and bathroom fixtures | 


in Washington, Oregon, Idaho, and 
Utah. His headquarters will be in 
Seattle. 
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